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Detroit Banks on a 


Price Structure 
Seen Firming in 
Paper Packaging 


New York—A more orderly 
price market—at current low lev- 
els—is shaping up for the highly 
competitive paper packaging 
field, according «o industry ex- 
perts. 

This outlook is based mainly 
on the fact that 
changes in raw materials and 
components have narrowed the 
cost gap between independent 


recent price | 


| 


S 
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High-Low Strategy 


| gaining talks in Detroit. 


OF PURCHASING 


Week 


A YEAR U. S. 


Washington Abandons 
Wage -Price Pressure 
On Auto Negotiations 


Washington— The Kennedy 
Administration intends to keep 
hands off the current auto bar- 


negotiations get out of hand, it 
wants to be ready with the neces- 
sary weapons to keep the United 
Auto Workers and the auto mak- 
ers from fighting it out on the 
picket line. 


But if! 


Few Middle Models, 
But Price Spectrum 
Covers Bigger Area 


Detroit—Sometime within the 
next month or six weeks major 
fleet car buyers will be treated 
to special preview showings of 
Detroit’s supermarket array of 
1962 models. 

When they look over the new 
list in detail, buyers might well 
bear this quick rule-of-thumb in 
mind: The 1962 model lineup is 
composed mostly of big or little 


| cars—with compacts, luxury com- 


The Administration’s strategy| pacts, and intermediates (wheel 


was revealed last week at the 


| base from 100 in. to 116 in.) on 


tere nds gy Show Features New Materials 
and integrated producers of cor- 


rugated cartons, and thus have| Sam Francisco—Among the jis the unitized fiber glass front 
inhibited the wild discounting that | ™ajor mechanical and structural|end assembly of the Kenworth 
has been prevalent in the industry |@dvances demonstrated at the | truck shown above. — im 
over the past year. | International Truck Trailer show | Among the plastics gaining 
This doesn’t mean, these ex-| here, the expanding use of plas-| wider use as insulating material 
perts point out, that price shading tics, fiber glass and other light- is foam-in-place urethane be- 
will be completely abandoned as| Weight material attracted wide | cause of its ease of installation, 
an industry practice. But it should | interest. An example of the trend; (Turn to page 4, column 5) 


fourth round of White House’ one end of the scale, and the so- 
meetings of the President’s La-) called standards (wheel base from 
bor-Management Advisory Com-/ 123 jn. to 150 in.) and luxury 
mittee. While the actual auto) cars (123 in. to 150 in.) on the 
negotiations weren't on the/ other end. But in prices, the rigid 
agenda, the problems of wage class lines of other years (low- 
and price increases—and collec- price, medium price, and high- 
tive bargaining—were prominent price) have virtually disappeared, 


lead, as one paperboard execu- 
tive put it, to more narrow and 
“standardized” discounting. 

Observers pinpointed two cost 
developments as the key to the 
new pricing trend: 

@ Firming in tags for old cor- 
rugated boxes—an important raw 
material for independent (nonin- 
tegrated) manufacturers of the 
cheaper grades of corrugated car- 
tons. Increases of up to $3/ton 
mean less room for competitive 

(Turn to page 33, column 4) 


Scrap Metal Showing. 


Mixed Price Pattern 


New York—Prices of the most | 


widely used metal scrap—steel, 
copper, brass—are softening with 
the summer slowdown in demand. 
But other scrap tags—notably 
tin, which has gone up as much as 
25% —are moving counter to the 
seasonal trend, and firming in line 
with actual and anticipated price 
increases in their primary metals. 

Here’s how the experts see 
trends and prospects shaping up 
for the scrap metal groups: 

® Steel scrap: Prices are gener- 
ally drifting down on diminishing 

(Turn to page 25, column 1) 


| New Moves Toward Central Buying 


| At State, Local Government Levels 


New York—Purchasing agents | 
studying the merits of centralized 
buying at state and local govern- | the county acted as buying agent 
mental levels have three new de-|in the purchase of gasoline for 18 


its move after a year-long trial of 
joint purchasing, during which 


small cities and school districts. | 

“We limited the experiment to | 
a single item,” said County P.A. 
|Fred Calin, “to see what bugs 
/might develop. Virtually all par- 
ticipants realized savings of from 
1Y%4¢ to 3%¢/gal. Everybody 
seems happy, and we will be ex- 
tending the program to a number 
of other items before the end of 
the year.” | 

Calin said the first item to be 
added to the list will be light 


velopments to keep tabs on. 


@Los Angeles County will 
send out invitations within the 
/next 10 days to school districts 
and small cities in the area, ask- 
ing them to take the first step 
‘toward ultimate pooling of pur-| 
chases with those of the county. 


| @Florida is putting a new cen-| 
| tral purchasing system into effect | 
| for state agencies and institutions. | 
Under the plan, everything except | 


|materials for building construc-| bulbs, which lend themselves to | 
tion will be bought through a the plan because of their wide | 
|State purchasing commission. —_| ysage by all agencies and because | 

@ Salem, Ore., which already is|their specifications present no| 
making joint purchases with the | problem. Among the other items | 
Salem School District and|which Calin said should prove | 
Marion County, of which Salem | especially suitable for combined | 
is the county seat, is considering | buying: tires and other automo- | 
expandiag the program to include | tive equipment, stationery, office 
nearby towns and counties. |machines, maintenance supplies, 

Los Angeles County is making | oil and other petroleum products. 


Purchasing 
Week’s 


Pa 


Initially, the county will act as 
norama 


1962 Fleet Car Review 


® Lionel Is Playing for Keeps. 
Army missile command in charge, the toy-making firm has 
mounted a procurement offensive to help win more defense 


contracts. The spread on pp. 


@ The Pressure Is Still on P.A.’s. What these pressures are and 
some ways of dealing with them are taken up by Consultant 
F. Albert Hayes in a discussion of P/W’s latest survey of buy- 
See ‘Professional Perspective’ on page 14. 


ing problems. 


®@ The Construction Industry Is Helping to build recovery. 
Ever since March, outlays have been increasing, and ex- 
perts now see 1961 as a big construction year. 
alysis of the construction industry, see the story on page 13. 


@ British Photocopy Machines May Prove Pace-Setters for 


the industry. For a glimpse 


this line and in other laboratories and development centers 
in the U. S. and abroad, turn to the R&D column on page 27. 


(Turn to page 33, column 2) 
With the former chief of the 


It’s nearing new model time 
in Detroit, busiest season of 
the year for McGraw-Hill’s 
automotive editors who al- 
ready are collecting facts and 
figures on the upcoming 1962 
cars. Starting near the end of 
next month when the new 
models start reaching dealer 
showrooms, Purchasing Week 
will publish its annual weekly 
series assessing the new autos 
for fleet advantages and char- 


18-19 tells what’s being done. 


For an an- 


in the discussion. 

What the 2l-member com- 
mittee, headed by Labor Secy. 
Arthur Goldberg, decided to do 


and customers now have an im- 
mense variety of choices to fit any 
pocketbook. 

As for the cars themselves, 


acteristics. Watch for “Auto- 
motive Perspective,” bylined 
by Detroit Bureau Chief Don- 
ald MacDonald, 


of what’s being done along 


nevertheless has an important) here’s what buyers will see: 
bearing on present activities of} 6 irel of in- 
United Auto Workers President RB hasty 2 Pt ce mod- 
Walter Reuther and the auto! 4. 415 ¢ 116-in. wheelbase 
a hell: | jobs that as a sort of super-com- 
e Th nutsnel: __| Pact or family-type car may at- 
Pete oes en es aie! tract the eye of fleet buyers who 
Of at lea fWO MOMNE——SR7 | have not yet found the current 


statement that would reflect | onventional-type compact the 
President Kennedy’s warning of | 


A 2 Pryce 2 ‘complete answer to their special 
See ae ee - es - use and economy needs. In a 

Casares. Is removes the PrOS-| conse, this car is Detroit’s 1962 
(Turn to page 4, column 5) _ | 


| “standard.” 
| @ An expanded effort up and 


Consumers Ready to Buy down the entire model line to 
| Satisfy fleet buyer demands for 


But Wary, Survey Finds 


|lower maintenance and operat- 
Ann Arbor, Mich. — Con-| ing costs. Not every car will offer 
sumers, still waiting on the side- | the entire set, but manufacturers 
lines, show few signs that they're | Will be advertising a wider va- 
ready to go off on a new spend- riety of such service-free, low 
ing spree. Although people in- | Maintenance features such as 
tend to step up purchases of cars | factory-installed two-year radia- 
and houses, worry about unem-| tor coolant, 30,000-35,000-mile 
ployment and personal finances | OF lifetime lubrication, longer 
is having a damping effect on|crankcase drain periods, self- 
consumer buying attitudes. | adjusting brakes, and life-sealed 
These are the major findings | 4utomatic transmissions and 
of a new study of consumer buy- | rear ends. 
ing intentions (based on 1,300| @ Price tags that probably will 
(Turn to page 33, column 1) (Turn to page 34, column 1) 


Purchasing Week’s 


Purchasing Perspective 


he price-fixing trials, payola scandals, and lavish living on the 
company expense account have suggested some serious ques- 
tions about the ethical standards of business executives. Much of 
this criticism has been in broadside terms, without getting down to 
specifics of what, if anything, is wrong with managerial morality, 
and what can be done to improve the ethical climate of business. 
The July-August issue of the “Harvard Business Review” 
attempts to bring these issues into sharp focus in a report of an 
opinion sampling of some 1,700 readers, most in middle or top 
management and including a number of top purchasing 

executives. 
Although the article admits its failure to come up with a final 
answer to “How Ethical are Businessmen?” the replies show that 

(Turn to page 34, column 4) 


Purchasing Week Industrial Materials Price Barometer = its. a\es." Sark motel, woe copes 


Latest Week Year . ° e 

Weck Reo Aa Textile, Tin Hikes 
93.6 

917 911 Boost Index 


me | 
Year ago 


(Based on 17 Basic 
Materials) 


January 1957-100 
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Purchasing Week’s 


Price Perspective 


This Week’s Commodity Prices 


July 12 July5 Year % Yrly 
METALS Ago Change 
Pig iron, Bessemer Pitts., gross ton 67.00 67.00 67.00 
Pig iron, basic, valley, gross ton 66.00 66.00 66.00 
Steel, billets, Pitts., net ton 80.00 80.00 80.00 
Steel, structural shapes, Pitts., cwt Ki 5.50 5.50 
Steel, structural shapes, Los Angeles, cwt ‘ 6.20 6.20 
Steel, bars, del., Phila., cwt s 5.98 5.975 
Steel, bars, Pitts., cwt . 5.675 5.675 
Steel, plates, Chicago, cwt " 5.30 5.30 
Aluminum, pig, Ib 
Secondary aluminum, #380 Ib 
Copper, electrolytic, wire bars, refinery, Ib 
Brass, yellow, (sheet) Ib 
Lead, common, N.Y., Ib 
Nickel, electrolytic, producers, Ib 


| IGHER CAN PRICES?—That’s a question a lot of users are beginning 

to ask as tin prices remain close to 10-year highs and almost 20% 
above beginning-of-year levels. 

Adding to the price pressures are the expected wage increases in both 
tinplate (steel) and canmaker industries this fall. Some feel this combination 
of rising raw material and wage costs will prove too much and that another 
2%-3% can price rise is almost inevitable, despite growing competition from 
aluminum, plastics, and glass. 

Meanwhile, the situation of tin is still as confusing as ever. The Tin Council 
ogg eager aad at its recent meeting neatly sidestepped the issue of price—by postponing 
Zinc, Prime West, East St. Louis, Ib discussion until its next meeting on Aug. 22. 

The general feeling among most experts in that the Tin Council has no 
FUELS other alternative. To raise the metal’s ceiling price when the Council is 


oe pe t¢ ad peaer © ~~ toa sh) . . powerless to control the market (its buffer stocks are now completely gone) 
Heavy fuel, PS 400, Los Angeles, rack, bbl “46 “1s ; would have served no useful purpose. 

Lp-Gas, Propane, Okla., tank cars, gal. (incl. discount). d 035 . Some experts think speculators, who reportedly gobbled up most of the 
Gasoline, 92 oct. reg., Chicago, tank car, gal ; ‘ Council’s 8,000-ton buffer stock, hold the key to near-term tin tags. 

Gasoline, 84 oct. reg., Los Angeles, rack, gal ‘ k Sooner or later—when speculators think the price is right—they will start 


Ki 
Hosting Ob #2 Gino ath po : ase Sage agg And that will automatically tend to level off the sharp 
uptren prices. 


CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton 
Benzene, petroleum, tanks, Houston, gal 
Caustic soda, 76% solid, drums, carlots, cwt 
Coconut oil, inedible, crude, tanks, N.Y. Ib 
G)ycerine, synthetic, tanks, Ib 


Linseed oil, raw, in drums, carlots, Ib 

Phthalic anbydride, tanks, Ib 

Poiy2<uyicae resin, high pressure molding, carlots, Ib. . 
Polystyrene, crystal, carlots, Ib 

Rosin, W.G. grade, carlots, fob N.Y. cwt 

Shellac, T.N., N.Y. Ib 


Soda ash, 58%, light, carlots, cwt 

Sulfur, crude, b long ton 

Sulfuric acid, 66° commercial, tanks, ton 
Tallow, inedible, fancy, tank cars, N.Y. Ib 
Titanium dioxide, anatase, reg. carlots, Ib 


- 
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— 
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ANOTHER QUESTION MARK—With only two weeks to go before 
aluminum wages are hiked, there’s still no hint on what producers will do. 

One thing for sure, the pressures for an increase are mounting steadily. 
Today’s price, 26¢/Ib., is exactly the same as in 1957. Over the same period 
wages and fringe costs have gone up close to 70¢/hr. 

This cost absorption is showing up in profits. Aluminum last year reported 
a slightly less than 3% rate of return on assets. That’s significantly below 
the 7.8% for all nonferrous metal producers. 

But countering all this price and profit pressure is the ever-increasing inter- 
industry © mpetition faced by producers. Just how important aluminum views 
its fight w.th steel, for example, can be seen in its recent 8.8% cut in can 
PAPER stock to compete better with thin tinplate. 

Some experts think producers may prefer to wait until fall before posting 
any changes. At that time they will be in a better position to evaluate steel’s 
ots, moves (steel wages are scheduled for a boost Oct. 1). Also at that time 
Chip del. N.Y., carlots, ton aluminum sales should be rising in line with expected general pickup in 


Wrapping paper, std. Kraft, basis wt. 50 Ib rolls ; business activity. 
Gummed sealing tape, #2, 60 Ib basis, 600 ft. bundle. . * . 


BUILDING MATERIALS sd x: 


BUSINESS YARDSTICKS—Brand new aids for gaging individual com- 
pany inventory performance have just been developed by Uncle Sam’s statis- 
ticians—in the form of nationwide inventory-sales ratios covering purchased 
materials, goods in process, and finished goods in both hard goods and soft 
goods industries. Comparable ratios are also available for wholesale and 
retail trade. 

All these new measures, with data going back to 1955, will be kept up to 
date monthly. The latest figures will appear regularly in the Commerce Dept.’s 
“Survey of Current Business.” 

Increased pressure on the part of P.A.’s and other business executives 
for better inventory statistics (see P/W, March 13, ’60, p. 1) could be behind 
this new development. In fact, direct comparison of inventory and sales data 
(Price sources include: Coal Age, E&MJ Metal and Mineral Markets, Engineering News-Record, (such as these ratios imply) is one of the specific improvements purchasing 
Platts Oilgram Price Service.) executives have been plumping for. 
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Inco Price Boost Sparks Series 
Of Nickel Product Tag Increases 


New York—Upward price ad- 
justments are still being made for 
a variety of products because of 
Inco’s 7%4¢/lb. hike in nickel 
prices a week ago. 

A whole series of industry- 
wide price boosts—ranging from 
2¢/lb. to 7¢/lb.—were posted 
for nickel salts. New and old 
prices read as follows: 

New Old 


Nickel Sulfate 28¢/\b. 


Nitrate 
Chloride 
Acetate . 
Formate 
Carbonate 
Oxide, black 
Oxide, green . 


At the same time Harshaw | 
Chemical boosted nickel anode | 
prices to platers by 8'4%2¢/lb.— 


Chemetron Sues Airco 
On Charge of Intent To 
Induce Contract Breach 


Chicago — Chemetron Corp. 
has accused Air Reduction Co., | 
Inc., of trying to upset an oxygen 
supply contract between Cheme- 
tron and Florida Steel Corp. Ina 
suit filed in U.S. District Court 
here last week Chemetron ac- 
cused the New York firm of in- 
terfering “by offering to supply 
oxygen . . . at a predatory price.” 

Air Reduction promptly de- 
nied the charge, calling the suit 
“unfounded.” A spokesman said 
that Airco had supplied Florida 
Steel in order to enable that com- 
pany to keep its plant running 
after it had terminated its rela- 
tionship with Chemetron. 

Charging willful and malicious 
intent to induce a breach of con- 
tract, Chemetron asked for dam- 
ages of not less than $1-million 
and an injunction restraining 
Air Reduction from further inter- 
ference in Chemetron’s dealings 
with the Florida firm. A tempor- 
ary restraining order was granted. 

Chemetron, headquartered in 
Chicago, said it had entered into 
a five-year contract, beginning 
last March 1, to fill Florida 
Steel’s oxygen requirements. But, 
the Chemetron suit said, Air 
Reduction “willfully and mali- 
ciously sought to induce the 
breach of said agreement.” 


Price Briefs 


Wood insulating sheathing— 
Improving construction demand 
set the stage for a $5.49/1000 
sq. ft. price increase for % in. 
pressed wood insulating sheath- 
ing by Minnesota and Ontario 
Paper, effective Aug. 7. 


Sodium Borohydride—Metal 
Hydrides, Inc., cut sodium boro- 
hydride prices by 50%-60% be- 
cause of increased production 
capacity. 


Vinyl-asbestos tile—Competi- | 
tion brought about a 2.4% re- | 
duction by Armstrong Cork in its 
3/32 in. gage, Standard and Im- | 
perial Excelon tile tags. | 


Polyisoprene synthetic rubber 
—Falling natural rubber and 
polybutadiene synthetic prices 
caused Shell Chemical to cut its 
polyisoprene rubber price by, 
2¢/Ib. | 


July 17, 1941 


1% ¢/lb. above the increase in 
the basic metal. The explana- 
tion: Platers hadn’t been charged 
previously for the cost of tapping 
and drilling the anodes. 

Nickel and Monel scrap prices 
also continued to climb during 
the week. 

These nickel product tag hikes 
supplement the increases in stain- 
less steel, cupro nickel, and nic- 
kel-bearing scrap prices (see PW, 
July 10, p. 3) which immediately 
followed the Inco tag boost. 


This Week’s Scrap Prices 


July 
12 


Steel, #1 hv, divd Pitt, ton 36.00 
Steel, #1 hv, divd Clev, ton 34.50 

Steel, #1 hv, divd Chic, ton 36.00 

Copper, #1 wire, dir buy, fob NY, lb 24 

Copper (hv) & wire mix, dir buy, fob NY, Ib 22 

Brass, light, dir buy, fob NY, Ib 125 
Brass, hv yellow mix, dir buy, fob NY, lb 

Alum (cast), mixed, dir buy, fob NY, Ib 

Alum (sheet), old clean, dir buy, fob NY, Ib. 

Zinc, old, dir buy, fob NY, Ib 7 

Lead, soft or hard, dir buy, fob NY, Ib 

Rubber, mix auto tires, dlvd Akron, ton 

Rubber, synth butyl tubes, East, divd Ib 

Paper, old corrug box, dir, Chic, ton. . 

Paper, #1 mixed, dir, NY, ton. 

Polyethylene, clear, dir, NY, |b. 


July 
5 


30.00 
30.00 
30.00 
23 
21 
105 
5 
10 
095 
04 
.083 
11.50 
078 
18.00 


36.00 
34.50 


Year % Yrly 
Age Change 


-+-20.0 
+-15.0 
+-20.0 

4.3 
48 
+-19.0 
+-26.1 
0 
0 

—25.0 

—115.7 

— 43 

—19.2 

11.1 


— 


Purchasing Week 


International Paper Plans 
New Corrugated Facility 


New York — International 
Paper Co. announced that it will 
begin construction of a new cor- 
rugated shipping container plant 
next month in the Pittsburgh 
area. 

The new plant, targeted for 
completion early in 1962, will 
serve customers in the tri-state 
industrial area of western Penn- 
sylvania, eastern Ohio, and West 
Virginia. It will be located on a 
site near the New Stanton inter- 
change of the Pennsylvania Turn- 
pike with access to the Pennsyl- 
vania Railroad. 


tip to profit-minded 
purchasing agents: 


/ CHEVY'S HIGH 


TRADE-IN 
CAN HELP 
CUT YOUR 
FLEET COSTS! 


Besides Chevrolet’s low initial price 
and low operating cost, you can count 
on still another big saving at trade-in 
time. And you don’t have to take 
our word for it. Check the official 
National Automobile Dealers Asso- 
ciation records* for yourself and see 
how Chevies consistently bring higher 
trade-in return than any other car 
in their field. Why? Because more 
people want Chevrolets than any 
other car. It’s this greater demand 
(on both the new and used car 
markets) that keeps Chevy’s resale 
value up to help keep your fleet costs 
down. And while you're at it, check 
your dealer on all the people-pleasing 
improvements in the new Chevrolets 
that not only make them better cars 


for business—but a better bet for 


boosting your company’s profits 
through higher trade-in in the years 
to come. . . . See your local Chevrolet 
dealer or write to Fleet Department, 
Chevrolet Divi- 
sion of General 


Motors, 
2, Michigan. 


Detroit 


*Based on prices in the National Automobile Dealers 
Association 1961 USED CAR GUIDE, recent-model 
Chevrolets are now bringing a higher percentage of their 
original price than any other full-sized car in their field. 


New Haven Bankruptcy Move Adds to Shipper Woes 


New York—The debt-ridden 


commodities. Most such truck- 


New York, New Haven & Hart-|ing companies are limited to 
ford Railroad rattled along last | providing pickup and delivery 
week toward a turning point in|service supplemental to rail 
its troubled history, adding new | operations. 

worries to shippers concerned| A buildup of NET already has 
about the line’s ability to make | been suggested by ICC commis- 


achieve a high degree of flexi- 
bility in the handling and routing 
of traffic.” It also could be used 
to provide service to points where 
rail lines are abandoned. 
Transportation experts gener- 
ally agree that reorganization 


‘Washington Shifts 
Strategy Toward 


itself eliminate the chronic def- 


good on freight loss and damage 
claims. 

The railroad filed for re- 
Organization under the Bank- 
ruptcy Act, and Federal District 
Court in New Haven set Aug. | 
as the date for the first hearing. 
At that time, the court is ex- 
pected to name a trustee or 
trustees to run the ailing line. 

The Court-appointed manage- 
ment will have to start off run- 
ning, since, according to New 
Haven President George Alpert, 
it is “problematical” whether the 
railroad wi!l have enough money 
to meet August payrolls. He said 
cash on hand together with 
anticipated revenues should be 
enough to get the railroad 
through the end of July. 

Generally speaking, the im- 
pending reorganization is not ex- 
pected to greatly affect the New 
Haven’s freight service. Freight 
revenues are the railroads main 
source of income, and any major 
cutback of service here would 
only compound difficulties. 


Some Service Cutting 


However, there probably will 
be some abandonment of the 
small New Haven branch lines 
which generate comparatively 
little traffic. 


some points. As it stands now, 
about one-third of the railroad’s 
1,762 miles of track accounts for 
approximately 80% of its total 
gross freight revenues, leaving 
1,200 miles of light density 
traffic. 

From the standpoint of ship- 
pers, the New Haven is important 
because it is the only railroad 
in Rhode Island, and to all in- 
tents and purposes, the only 
railevad im Connecticut. In ad- 
dition, it serves as an important 
connecting link for freight sent 
to New England from other sec- 
tions of the country. Some 75% 
of its freight originates elsewhere 
and most of it terminates on 
New Haven lines. 

Following the reorganization, 
more emphasis probably will be 
put on the trucking operation 
which the New Haven conducts 
through its wholly owned sub- 
sidiary, New England Trans- 
portation Co. This company has 
the distinction of being one of 
the few rail-owned truck lines 
that is authorized to engage in 
unrestricted hauling of general 
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provide, 


This could lead to | 
a lopping off of freight service to | 


icits in the railroad’s passenger 
operations, which are the main 
reason behind its present woes. 

To keep the road from col- 
lapsing, it is felt that other action 
— in the political realm—will be 
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Passenger and freight service 
Freight service only 
Electrified lines 


HEADED TOWARD CRISIS: New Haven Railroad tracks twist through 1,782 miles of southern New England. 


sioner Charles A. Webb and) under the Bankruptcy Act is only 


|Hearing Examiner Richard S.| part of the answer to the New 


Ries. They say the New Haven! Haven’s troubles. Reorganiza- 
has treated NET as a stepchild | tion is designed only to recast 
although the subsidiary could | the line’s financial structure, re- 
“a unique opportunity | duce fixed charges and generate 
to offer shippers a fully coordin-|enough cash to pay off those 
ated rail-motor service and to charges. It will not in and of 


necessary. This could take a 
number of forms, including leas- 
ing of passenger facilities to state 
authorities; an outright subsidy 
of passenger operations; more 
tax relief for the railroad, or 
creation of a federal loan pro- 
gram for commuter railroads. 


VA to Do Drug Buying for Federal Agencies 


Washington—A price advan-)agencies, a job previously done 
tage on ethical drugs for civilian|by the GSA. And besides the 
federal agencies equal to that! drug-buying assignment, the VA 
achieved for the military services|is taking over the purchasing of 
is the goal of a new single man-/|nonperishable foods for the other 
ager buying scheme now being|civilian agencies. This move 
worked out by the Veterans Ad- will tack another $3.5-million 
ministration and the General|onto the VA’s $10-million per 
Services Administration. | year expenditure for nonperish- 

As of Nov. 15, the VA, by far | ables. 
the biggest drug consumer among! James M. O'Neil, director of 


the civilian agencies, will buy|VA supply management services, | 


drugs needed by all the other!and his aides are now studying 
civilian agencies. Beginning in| ways to use their own methods in 


mid-October drugs used by the 
Dept. of Health, Education, and 
Welfare in its hospitals and 
clinics, by the Justice Dept. in 
the Federal Prisons, and by other 
agencies such as the Atomic 
Energy Commission and the In- 
terior Dept. will be supplied 


| 
| 


running the drug buying for other 
agencies. One advantage comes 
through the VA’s stocking and 
distribution system, which was} 
not available to the General Serv- | 
ices Administration. The VA! 
has three main supply points—| 
New York, Chicago, and Los 


through the VA’s distribution| Angeles—augmented by some 


system. 


' The VA, which spends about | its 


170 smaller inventories held at 
hospitals throughout the 


$25-million for its own drug} country. 


'needs, will be handling an addi- 
of | 


tional $15-million worth 


| 
| 


pharmaceuticals for the civilian} 
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Steel Ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bb! 
Residual fuel oil, thous bbl 
Gasoline, thous bbl 

Petroleum refineries operating rate, 
Container board, tons 

Boxboard, tons 

Paper operating rate, 
Lumber, thous of board ft 


Bituminous coal, daily aver thous tons 
Electric power, million kilowatt hours 
Eng coast awards, mil $ Eng News-Rec 
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Week 
Ago 
1,925 
133,128* 
28,901* 
7,789 
12,151 
5,185 
27,668 
78.5 
170,789 
97,073 
93.1* 
240,648 
1,533* 
15,183 
379.3 


Latest 
Week 
1,779 
93,773 
18,252 
7,954 
12,560 
5,227 
28,636 
80.2 
109,799 
52,387 
95.0 
209,740 
1,860 
14,133 
594.6 


la 
C 


13,031 
984.5 


| 


/generic names. In it own hospi- | 
tals, the VA encourages the use 


Generic Names 


In addition to savings in the| 
stocking and distribution system, | 
O’Neil expects to rack up econo- 
mies for the agencies from large- | 
volume buying and ordering by| 


of generic names under a “form-| 
ulary system,” but does not re- 
quire their use. That is, if a 
physician insists on prescribing 
by trade name, the drug will be 
supplied. O’Neil expects to fol- 
low the same policy with the 
other agencies. 

Of the $25-million/yr. the VA 
spends on its drugs, about $10-| 
million is purchased by generic 
name, a proportion the adminis- 
tration expects to maintain with 


trade name ordering with generic 
titles dates back to 1955 when 
| the agency got together a catalog 
|of 15 generic terms covering 
some 75 brand names. This list 
has grown to about 60 generic 
terms, covering about 300 brand 
names, and it’s continuing to 
| grow. 

| Single Manager 

| Another cost cutting move the 
VA expects to continue under the 
single manager setup is foreign 
buying. In the last 
the administration has bought 
$800,000 worth of drugs abroad, 
notably tranquilizers and certain 
antibiotics. But O’Neil com- 
ments, "We don’t want to buy 
abroad. We just want to see the 
U.S. firms meet the price.” 


12 months 


ATi, western Union Win 


Telegraph Rate Increase 


Washington — The Federal 
Communications Commission has 
issued a tentative ruling that 
would permit the American Tele- 
phone & Telegraph Co. and 
Western Union to increase leased- 
line telegraph rates. At the same 
time, the FCC recommended re- 
ductions on private telephone line 
services of AT&T. 

AT&T and Western Union 
have until Aug. 15 to file pro- 
posed tariff schedules on the rate 
changes which would not become 
effective until the commission 
issues a final ruling after Sept. 15. 
The FCC recommended that 
AT&T increase private line tele- 
graph revenues by $2.7-million/ 
yr. and reduce private phone line 
rates by $1.2-million. Western 


AutoNegotiations 


(Continued from page 1) 

| pects of a committee directive— 
| which Reuther felt would injure 
his bargaining position—until 
after the auto contract showdown 
at the end of August when cur- 
rent contracts expire. 

@A special subcommittee of 
the White House team was as- 
signed the task of providing new 
solutions to handling national 
emergency disputes. The Presi- 
dent, and Labor Secy. Goldberg, 
are disenchanted with the limited 
tools of the Taft-Hartley act— 
the injunction and 80-day “cool- 
ing off” period—as a method for 
controlling major labor battles. 

Goldberg, within a month, in- 
tends to go before Congress with 
proposals that would give the 
White House greater leverage, 
not only to avoid critical strikes, 
but to pressure the parties to 
negotiate agreements. He has al- 
ready warned “We cannot have 
a shutdown in the auto industry 
this year.” 

What the Administration wants 
is a “variety of weapons” to deal 
|with the big industrial disputes. 
It would add to the Taft-Hartley 
injunction procedures such Presi- 
dential tools as 1) quick federal 
mediation 2) a White House in- 
_voked “cooling off” period with- 
out a strike but also without a 


_|court injunction 3) power to seize 


an industry and order retroactive 
pay adjustments once a settle- 
ment is made 4) a White House 
summons to the parties to reach 
|a quick settlement. 

The thinking behind such 
moves is this: The Administra- 
tion wants to keep labor and 
management “guessing” about 
|what it will do—in part to put 
maximum pressure on the nego- 
tiators to reach their own agree- 
ment and in part to direct its 
| processes against whichever side 
appears to be in the wrong. 

The Administration’s prospects 
for getting Taft-Hartley legisla- 
|tion out of Congress, quickly, 
depends on what happens in 
Detroit. If a strike erupts, the 
legislators are likely to listen seri- 
ously to the President’s proposi- 
tion. 

The Administration is‘ still 
counting on a “modest” settle- 
ment in autos. But it gave up 
on getting help from the Presi- 
|dent’s Advisory Committee be- 
cause the labor and management 
|representatives found more to 
| disagree about than concur. 


‘New Materials Featured 
At Truck-Trailer Show 


(Continued from page 1) 
high insulation value, durability. 
Refrigerated trailer-makers are 
turning more and more to fiber 
glass and plastics like urethane. 

Other show exhibits displayed 
a wide variety of molded fiber 
glass structural shapes, ribbed 
panels and sheets in addition to 
plastic hood and fender assem- 
blies. Equipment manufacturers 
touted the light materials as 
ideal for reefer construction 
cargo boxes, van bodies, and 
trailers. 

Molded fiber glass, for in- 
stance, can be easily cut to length, 


its added purchases for the agen-| Union can boost its private tele- | drilled; it is dentproof, easily re- 


cies. 


The VA’s drive on replacing | 
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$750,000. 


| graph service rates by as much as | paire¢ when perforated, non- 


| corrosive, and easily santized. 
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For any surface, rough or fine ...look to 
Black & Decker’s complete Sander line! 


FAST FINISHING NO. 88 H.D. SANDER 
leaves no swirl marks for a 
satiny surface. Sand _ with, 
against or across the grain. 


HUSKY H.D. SANDER - GRINDER 
ideal for heavy-duty sanding 
or grinding jobs. 4 models to 
fit every type of industrial use. 
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DUSTLESS BELT SANDER with 
unique vacuum hook-up. Sand 
all surfaces free from dust. 
Choose from six H.D. models. 


NEW 7” BALL-BEARING SANDER 
makes sanding, brushing and 
polishing light and easy. 4 mod- 
els, ideal for contour sanding. 


For heavy-duty material removal or satin smooth sur- 
facing, for a fast finish or dustless performance .. . 
there’s a Black & Decker Sander just made for your 
job. Belt, disc or orbital design, every Black & Decker 
Sander is high-powered for standout service to stand 
up under any work load . . . well-balanced for easy 
handling, effortless sanding . . . fully protected against 
abrasive dust and dirt. B&D Disc Sanders double per- 
fectly for grueling grinding jobs, too. 

See the complete line. Clip and mail this coupon now 
..or call your nearby B&D distributor. / vena 1} 
For Sales or Service, look in the Yellow Pages. | Evectric | 
of your telephone book under .. . — 


Black « Decker: 


CUTS MAN-HOURS TO MINUTES 


TuHE Brack & Decker Mre. Co., Dept. 3507 
Towson 4, Md. (In Canada: Brockville, Ont.) 

0 Please arrange a demonstration of a B&D Sander. 
O Please send additional information on__ 


OD Drills 0 Hammers 0 Scruguns® 


Grinders 
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Washington Perspective 


he tax bill being written by the House Ways and Means 

Committee has a long way to go in Congress. As a matter 
of fact, the way is so long that its chances of approval this year 
are pretty remote. 

What the committee is trying to do—and it may become part 
of a tax-reform program next year—is give business a tax credit 
on new plants and equipment. But it must find ways to make 
up the revenue loss to the Treasury. 

This, then is the situation: 

If the tax credit voted by the committee is shaved too much 
from a proposed 8%, business will withdraw even the limited 
support it now gives the measure. If the tax credit is kept high 
without compensating new sources of revenue, the Administra- 


tion will withdraw its support. Thus, a stalemate seems likely— 
throwing the bill over until next year when the Administration 
plans to submit a major tax-reform measure. 

Some of the tax credit idea may be embodied in next year’s 
bill. But business leaders are holding out in hopes it will lean 
more toward bigger and faster depreciation allowances. There 
is no real reason to believe the Administration will change its 
mind on this point. And it probably will emphasize more tax 
relief for individuals than for business in its 1962 proposals. 


The Defense Dept. is considering a “single-manager” plan 
for the purchase and inventory of machine tools. Under the 
proposal, one military agency would do all the procurement and 
supply management of metalworking equipment for all the serv- 
ices. 

The move is a direct outgrowth of criticism of defense policies 
by the General Accounting Office. GAO, after a limited survey, 


Always In Stock 


YOU GET IMMEDIATE DELIVERY FROM YOUR LOCAL DISTRIBUTORS OF THESE POPULAR IDEAL PLANT MAINTENANCE PRODUCTS 


rom 
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Built-in wrench. Unique wings make WING-NUT 
easiest wire connector to screw on heaviest 
branch circuit wires. Splice is visible inside 
tough nylon shell. U.L. listed for 600 volts as 
pressure cable connector, and 105°C. ULL. ap- 
proved for aluminum and solid and/or stranded 
copper wires. 2 sizes of WING-NUT available to 
meet all pigtail splice needs. 


Cut “fishing” time. Highest grade, oil-tempered 
flat spring steel FISH TAPES will not curl. Flexi- 
ble and easy for long, multi-bend conduit runs. 
Steel reel holds tape, is handled with safe, 
sure grip and ends danger of bending, kinking 
or breaking tape. Used with flexible leader, 
solves 90% of fishing problems. %” and %4” 
tapes in 50, 100 and 200 foot coils. 
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Vap-Oil-Tite—only completely reusable connec- 
tors for liquid-tight, flexible metallic conduit. 
Perfect seal. Positive ground, covers raw con- 
duit end, fits EF and UA. U.L. approved. 90°, 
45° and straight for 4%” to 4” sizes. Easy to 
apply: Slip ring nut (1), and split ring (2), on 
conduit. Screw grounding bushing (3) inside 
conduit. Tighten ring nut over connector (4). 


in-place motor maintenance. Service commuta- 
tors, motors without dismantling . . . use Ideal 
commutator resurfacers, brush seaters, flexible 
abrasives. All sizes and styles to fit any job. 
Ideal line also includes everything for com- 
mutator care: precision grinders, mica under- 
cutters and many specialized small tools. See 
your distributor. 


America’s favorite! WIRE-NUT has long-proven 
performance record as lowest-cost method for 
all common branch circuit and fixture wire con- 
nections. Strongest, shake-proof wire joint pos- 
sible. All 5 sizes ULL. listed as 300v fixture; 
large sizes 74B & 76B as 600v pressure cable 
connectors. Use WIRE-NUTS in all types of con- 
duit, cable, non-metallic sheath and open wiring. 
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Easiest way around! Ideal PULLING ELBOWS & 
ADAPTERS make wiring around corners a snap. 
Precision milled of malleable iron for rugged 
strength and perfectly smooth pulling. Precise 
90° fit. Cadmium plated, chromate treated. 
Supplied assembled, complete with rigid domed 
cover, full neoprene gaskets and BIG screws. 
2" to 2” sizes, in three styles. 


Vacuum cleaners and blowers. Blows dry air at 
high velocity but low pressure, so safe for deli- 
cate equipment. Light, balanced hand models 
for heavy, medium or light duty, complete with 
blower nozzle. Available with hand model or 
tank type cleaning attachments. Ideal CLEAN- 
ERS do better job faster, at less cost. Universal 
type motor lubricated for life. 


L 


FREE MAINTENANCE PRODUCT CATALOG. You 
can obtain your own free copy of the complete 
Ideal Maintenance Catalog giving details on 
thousands of items you need for regular and 
special maintenance jobs. For free copy, send 
your name, company name, and address to: 
IDEAL INDUSTRIES, 4297-G PARK AVENUE, 
SYCAMORE, ILLINOIS. Write today! 


Select Set-Screw or Crimp. Only Ideal CRIMP 
has WRAP-CAP that insulates all around and 
even between wires. 600v U.L. approved for 
cadmium plated steel sleeve and vinyl 1-piece 
WRAP-CAP .. . now 2 sizes. 3 sizes of Ideal 
SET-SCREWS. Ali U.L. listed. Shell and con- 
nector easily removed and re-used. Tough shell 
has long skirt to prevent flash-over. 


Double protection—ideal VOLTAGE TESTER has 
a solenoid, calibrated indicator and a neon test 
lamp ... each independent of the other. Safest, 
easiest for rugged daily use. Plastic safety yel- 
low case, no-slip prods, prod storage space, 
fits pocket. Tests voltage, frequency, AC or DC, 
continuity, etc. Also model with resistor-fuses 
in prods to prevent arcing. 


Stripmaster £-Z Automatic T-5 


Strip wires fast and easy. ‘‘One-squeeze’’ 
STRIPMASTER strips both solid and stranded 
wire in 2 seconds. Heavy-duty E-Z AUTOMATIC 
cuts thru toughest insulation and strips wires 
clean without crushing ends. Low cost T-5 
STRIPPER cuts, strips and loops wires, Fits flat 
in pocket. Strips 10 to 18 gauge. Many other 
special Ideal hand stripper models available. 


DEAL 


THE HELPING HAND 
ON EVERY WIRING JOB 


IDEAL INDUSTRIES, INC. 
4297-G Park Avenue 
Sycamore, Illinois 
In Canada: Irving Smith, Ltd., Montreal, 


All the fine maintenance products above 
are manufactured by IDEAL. All are avail- 
able from your local IDEAL DISTRIBUTOR, 
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found that the military services 
bought 53 machine tools they 
didn’t need in the past five years, 
at a cost of $705,500. The 
newly purchased tools merely 
duplicated items already in inven- 
tory. 

Fair trade legislation with a 
shiny new name will get another 
hearing later this month before 
a Senate Commerce subcommit- 
tee. But its chances of getting 
through Congress this year are 
| almost nil. 

Sen. Hubert H. Humphrey 
(D-Minn.), spark of the fair trade 
drive, is trying to convince the 
Administration to at least soften 
|its opposition to his Fair Com- 
| petitive Practices bill. But he is 
not likely to have much success. 

Supporters of the bill—drug- 
gists, gasoline dealers, and mer- 
chandisers of clothing, photo- 
graphic equipment, books, and 
sporting goods—will be heard 
July 25 and 27. Opponents will 
have their say later. 


The question of whether a rail- 

/road may own a barge line may 
/soon be settled by the Interstate 
Commerce Commission. At 
least, the entire 11-man ICC has 
agreed to rule on the application 
of the Illinois Central and South- 
ern Pacific Railroads to purchase 
the John I. Hay Co. Barge Line. 
| The ruling will represent an 
_important declaration of policy 
on the “common ownership” 
issue—whether railroads should 
be allowed to own other forms 
|of transportation. Truck and 
| barge lines oppose the proposed 
| purchase. ICC Examiner Hyman 
J. Blond has recommended 
against it. ICC will begin hear- 
| ings on the case Sept. 12. 


| Measures to step up the flow 
|of subcontracts to small firms 
| will be explored at a Washington 
conference sponsored by the 
Small Business Administration 
July 19. Participating will be 
|representatives of federal pur- 
chasing agencies, major prime 
contractors, and officials of in- 
| dustrial associations. 


Shipper Groups Protest 
Southern Truckers Plan 
To Boost Rates July 24 


| Washington—A new proposal 
| by the Southern Motor Carriers 
Rate Conference to increase less- 
|than-truckload and any-quantity 
|Tates on shipments between 
| southern and eastern territories 
|is drawing protests from shipper 
groups. 

The conference wants to put 
the increase into effect July 24. 
As part of its proposal, it plans 
to make special small shipment 
charges applicable only to ship- 
ments up to 500 Ib. instead of 
2,000. 

The Southern Traffic League, 
the North Carolina Textile Manu- 
facturers Assn., South Carolina 
Textile Manufacturers Assn. and 
the Traffic Department of Atlanta 
have asked the ICC to suspend 
and investigate the increase. 

The new proposal replaces a 
similar one made earlier by the 
conference. The commission sus- 
pended that one, then sub- 
sequently allowed it to go into 
effect. The shipper groups filed 
a court challenge and the motor 
carriers withdrew it. 
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New Trade Association to Spell Out 
Rules to Guide Shipper Associations 


Washington—A new trade as- 
sociation has been established 
to repres€ht the interests of ship- 
per associations. 

The non-profit organization, 
known as the American Institute 
for Shippers’ Assn., declares its 
purpose is: 

“To develop standards and 
rules for the guidance of bona 
fide shipper associations; to as- 
sist the Interstate Commerce 
Commission in matters relating to 
shipper associations; and to assist 
Congress regarding legislation af- 
fecting individual and associated 
shippers.” 

Shipper associations suspected 
of engaging in “gray area” trans- 
portation have been under in- 
creasing attack in recent months 
by common carrier truckers. The 
associations consist of shippers 
who consolidate their freight into 
large lots to take advantage of 
carload, truckload or volume 
rates. They are supposed to op- 
erate on a non-profit basis and 
not solicit shipments from non- 
members. They are exempt from 
ICC regulation. 

The National Motor Freight 
Traffic Assn. and the regular 
Common Carriers Conference of | 
the American Trucking Assn. | 
charge, however, that many such 
groups have been operating il- 


Borne Chemical Co. Unit 
Starts Full-Scale Output. 
Of Cast Acrylic Sheeting 


Landover, Md. Borne-Lite 
Corp., a Borne Chemical Co. 
subsidiary which has been turn- 
ing out pilot-plant production 
quantities of cast acrylic sheeting, 
now has begun full-scale pro-'| 


legally by holding themselves out nih 
to perform transportation service vi 
for a price. In complaints before i 
the ICC, they have named 26 
different associations, 126 indi- 
and more than 370 
national shippers. AVA) 
The new national association ey 
was set up to fight these charges via 
and protect the interests of ship- My 
per cooperatives generally. Its if 
president is J. William Harrell of AW th 
Baltimore Shippers & Receivers fi ve 
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ANTI-GLARE SCREEN: New head- 
light barrier system for medial 
strips of divided highways is be- 
ing introduced by Aluminum Co. 
of America. Screen permits al- 
most unimpeded vision at 90- 
deg. angle, but effectively blocks 
headlight glare from oncoming 
cars in opposite lane, greatly re- 
ducing night-time driving haz- 
ards. Four-ft. high screen re- 
quires no painting, is said to be 
virtually maintenance free, has 
life expectancy exceeding 40 
years. 
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One-piece shelf clip can be installed without tools. 
Clips can be inserted and removed quickly . . . fit flat 
against the posts for maximum useable storage area. 


Clip-type shelves move in and out without tilting. 
Shelves are adjustable on 11%” centers. Corners are 
lapped and spot welded for extra shelf strength. 


duction of large-size sheets for 
the fabricating, lighting and sign | 
industries. 


Offering panels up to 72 x 96| 
in., in color, without surcharges, | 
the firm said that initial produc- | 
tion will, in addition to clear| 
sheets, include yellow, red, green, | 
blue, black, transparent gray, all | 
shades of white, and a special | 
translucent white panel tailored 
for light diffuser applications. | 
New colors will be added as| 
needed. 

The Borne-Lite sheets, cast) 
from DuPont’s new “Monocite” | 
methacrylate monomer, range in 
size from 36 x 48 in. to 72 x 
96 in. in thicknesses from 0.060 | 
to % in. 


Hoffman to Sell New Line. 


Of Servo-Potentiometers 


Los Angeles—Hoffman Elec- | 


tronics Corp. has decided to| 
manufacturer precision servo- 
potentiometers for the industrial 
market. 

The company’s first models 
were built for use in navigational | 
equipment. The initial commer-| 
cial series, the company said, will | 
feature three models with ano-| 
dized aluminum cases and center- 
less-ground stainless steel shafts. 
The potentiometers will be avail- 
able with servo mountings or 
standard bushings and may be 
ganged to at least five sections. 

According to Hoffman, the 
twin factors of linearity and 
resolution in its potentiometers 
are up to 15% better than exist- 


ing standard models. 
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NEW 
FROM 


HALLOWELL 


CLIP-TYPE ERECTOMATIC 


Hallowell now offers new clip-type shelving 
that is far superior to anything else in its 
field. Exclusive new clips save as much as 
50% on erecting costs. A standard 8-shelf 
unit can be erected by 2 men in less than 
10 minutes. Clips fit flat against posts—do 


CHECK THESE OTHER ADVANTAGES: 


e Interchangeable with regular Erectomatic shelves and 
brackets. 


e Beaded front posts give more useable storage capacity in 
less floor space. 


e Available on the most liberal lease plan in the industry. 


COLUMBIA-HALLOWELL Division 


JENKINTOWN 85, PA. ® SANTA ANA, CALIFORNIA 
where reliability replaces probability 
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not steal storage space. Straight-in, straight- 
out shelves save time and space in use. 
Shelves never have to be unloaded to be 
repositioned. No tools are needed to make 
shelf adjustments. Best of all, Hallowell Clip- 
Type Erectomatic Shelving costs less. 


MAIL COUPON FOR FREE CATALOG 


COLUMBIA-HALLOWELL Division SPS 
Jenkintown 85, Pa. 


Please send me catalog on new Hallowell Clip-Type 
Erectomatic Shelving 


Name 


Company 
Address 
City Zone State ae 


AIRBORNE COMPACT: The trend 
to compact vehicles extends to 
the air as well as ground fleets. 
Lockheed says it has about 25 
orders from U.S. and foreign 
corporations for its new 550 mph 
four-engine “‘compact’’ jet trans- 
port due for delivery starting 
later this year following comple- 
tion of FAA certification tests. 
Standard version of the $1.3- 
million C-140 JetStar shown in 
flight above, accommodates 10 
passengers, two-man flight crew. 
Also offered are a half-dozen 
special interiors, designed to 
meet corporate management 
needs alo::. JetStar is an all- 
weather plane with 3,000-mile- 
plus range. 


Erie Railroad to 


Ask ICC Review 


Of Long Island Piggyback V Case 


New York—The Erie-Lacka- 
wanna Railroad will ask the ICC 
to reconsider its recent decision 
condemning the “Plan V” piggy- 
backing rates offered in Long 
Island by the railroad. ’ 

The railroad has been ordered 
to cancel the rates on or before 
Aug. 7. They would remain in 
effect beyond that date, however, 
if the commission should agree to 
reconsider the case. 

Widely used in the West, Plan 
V was introduced in the East for 


SILICONE NEWS from Dow Corning 


Why Hire Part-Time Paint? 


SILICONE - ALKYD 
BAKING TYPE 


o Sit icone ~ALKYO 
<i ORY TYPE 


Silicone-based paints last longer, cost less 


It makes little sense to keep an employee that doesn’t have the qualifications 
or capacity to do the job. Yet this is, in effect, exactly what many plants 
do when they use maintenance paints that break down shortly after appli- 
cation. To be sure, a coat of paint doesn’t punch a time clock or demand 
fringe benefits, but it does have to work twenty-four hours a day. Thus, 
its cost of “employment” warrants considerable attention. 


In practice, it’s the interval between paintings that really determines your 
cost. The longer a paint film lasts, the less it costs to use—in time, labor 
and material. But perhaps most important are the costs that can’t be calcu- 
lated—for example, production lost when facilities must be shut-down 
for repainting. 


Here’s how you can save. By reducing labor costs and production 
down-time, paints based on Dow Corning Silicones make important contri- 
butions to your profit picture. Silicone paints, of course; take just as long 
to apply as do conventional paints. And like other high quality products, 
they are premium priced. But once they’re on, they stay on, and on, and 
on, and then your savings start to pile up. 


What makes silicone-based paints the good 
investment they prove to be? The simple 
answer is—greater resistance to the many 
enemies that maintenance coatings must 
face day and night. Included on this list 
are heat, cold, moisture, rust, corrosion, 
salt spray, ozone and the many other paint- 
killers that assault plants and equipment. 


Hot spots no trouble now. When 
exposed to heat that, on some stacks and 
mufflers, soars to 1000 F, ordinary paints 
crack, peel and burn away. Moisture gets 
in. Rust, corrosion and trouble follow fast. 
But not so when you're using paints made 
with Dow Corning silicone resins. They 
are at their best when the “heat’s on”. 


Some equipment is hot on one end and 
cold on the other . . . silicone paints hold 
tight on both ends. Film, gloss and color 
retention are excellent as well. There’s no 
unsightly chalking, fading or streaking. 


Concerning color: silicone-based coatings 
are now available in almost any color 
desired. Hot-running equipment and piping 
can be color-coded for increased safety and 
efficiency. And as some refineries have 
learned, a plant made more colorful and 
attractive helps improve public relations. 


Best for your products, too. Silicone 
paints will work just as hard for you on 
the products you sell. Product finishes 
based on silicones keep color and gloss 
without fading or chipping just as their 
maintenance-coating fellows do. They stand 
up longer to hard wear, heat and abuse 
improve customer satisfaction. 


It all adds up to this: paint maintenance 
is probably costing you a lot more than 
it should. In many cases, this cost can be 
cut in half by using silicone paints that 
last up to 100% longer. So every time 
you think about paint — for maintenance 
or products —consider paints based on 
Dow Corning Silicones. Most leading paint 
manufacturers now offer these longer last- 
ing coatings . . . coatings that really pro- 
tect valuable plants and equipment. 


Send for your copy of “Why Silicone- 
Based Paints Mean Less Maintenance”. 
Write Dept. 7519 


Dow Corning CORPORATION 


ATLANTA BOSTON CHICAGO CLEVELAND 


MIDLAND. MICHIGAN 
DALLAS LOS ANGELES NEWYORK WASHINGTON, D. Cc. 
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the first time in late 1959 by the 
Erie- Lackawanna. Under the 
plan, the railroad and a motor 
common carrier — All Freight 
Transportation Co.—offer joint 
rates on shipments in trailer vans 
moving part of their journey by 
highway and part by rail. 

In effect, the plan permits the 
railroad to extend its operations 
into the territory served by the 
trucker, while extending the 
freight solicitation of the trucker 
throughout the railroad’s §terri- 
tory. 


LIRR Protests 


The Long Island Railroad pro- 
tested the joint rates to the ICC, 
contending that the plan repre- 
sented “an invasion of its terri- 
tory, which would result in sub- 
stantial loss of freight revenues.” 

In ruling against the Lacka- 
wanna’s rates, however, the ICC 
did not question the principle of 
joint rates, but only whether in 
this particular case they were 
“compensatory.” 

Richard Costello, counsel for 
the Lackawanna, said he “fully 
expects the ICC to approve the 
rates, once the railroad’s cost 
figures have been more com- 
pletely documented.” He pointed 
out that the joint class and com- 
modity rates already published 
are in most cases “exactly the 
same” as those charged by 
truckers in the Middle Atlantic 
Conference and the Eastern Cen- 
tral Motor Carriers Assn. 

Commodities Covered 

Among the specific commodi- 
ties for which joint rates have 
been published are: glassware, 
heating and plumbing supplies, 
scrap aluminum, vacuum clean- 
ers, and automobile and aircraft 
parts, Costello reported. He said 
he expected this list to be broad- 
ened substantially if the railroad 
is able to win a favorable decision 
from the ICC. 


Erie- Lackawanna Opens 
Chicago Piggyback Base 


Chicago — The Erie-Lacka- 
wanna Railroad has opened a 
large piggyback terminal here, 
which it built in cooperation with 
“T. O. F. C.,” Inc., a new cor- 
poration jointly owned by six 
trucking companies and Rail- 
Trailer Co. 

The terminal, together with a 
similar facility in Jersey City, will 
be available to all users of Erie- 
Lackawanna piggyback service. 
The terminal has 11 ramped 
tracks with a handling capacity 
of 22 trailers. In addition, there 
are six storage tracks with space 
for 199 flatcars. 


New Dow Plant Starts Up 


Midland, Mich — Dow Metal 
Products Co. has begun produc- 
\tion of aluminum sheet at its 
Madison, Ill, and Jackson, 
Mich., plants. The Dow Chemi- 
| cal Co. division is turning out re- 
| roll stock and coil sheet in rela- 
tively thick gages on the 68-in. 
mill at Madison—with the other 
gages to be added later. The 
| Jackson plant is specializing in 
|aluminum coil and flat sheet in 
| thinner gages. 
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Cities Run Into Difficulty Amassing 
Evidence Against Electrical Firms 


Washington—City attorneys | tempt to recover damages if they 
studying the feasibility of filing} felt they had been victimized in 
triple damage suits against elec-|the purchase of electrical equip- 
trical equipment makers have | ment. 
complained in an interim report To meet the cost of collecting 
that it is “becoming more and | evidence and handling the suits, 
more obvious that proof of dam-/|a special study groups, headed by 
ages will be difficult and costly.” | John C. Melaniphy, corporation 

“One cannot expect success in|counsel for Chicago, recom- 
this matter without elaborate and | mended an assessment on each of 
careful preparation,” the group | the participating cities. The as- 
said. |sessment would be at the rate 

The task force, working} of 10 mills per person, based on 
through the National Institute of | the city’s 1960 population. 
Municipal Law Officers, said 66) 
cities so far had reported buying | 
electrical equipment during the | 
period covered by the govern- | 
ment’s price-fixing suits against | 
the manufacturers. 

During the period, the attor- 
neys estimated, the cities received 
between 55,000 and 60,000 bids 
and bought a total of about $260- 
million worth of electrical equip- | 
ment. 

A consultant hired by the task 
force estimated that to collect 
evidence of damages from these 
66 cities alone would cost some 
$102,000. 

The consultant, Melwood W. 
Van Scoyoc, of the firm of Van 
Scoyoc and Wiskup, recom- 
mended that the evidence be 
amassed by electrical engineers 
traveling to each of the cities. 
The information then should be 
transferred to punchcards, he 
said, and the punchcards should 
be tabulated so that an analysis 
could be made of price move- 
ments during the period of the 
alleged conspiracy, along with a 
comparison with price move- 
ments of other equipment. 

Actual proof of damages, Van 
Scoyoc said, would hinge on 
whether the cities can show “that 
the amount of damage is reflected 
by the difference between the 
price actually paid for an item of 
equipment during a period of 
actual price competition.” 

If this method doesn’t work, 
he said, the cost of proving dam- 
ages “will be greatly increased” 
over the $102,000 estimate. 

Among the difficulties reported 
by the city attorneys was the com- 
plaint that electrical equipment 
makers involved in the suits had 
attempted to discourage the cities 
from suing for damages. 

The attorneys originally had 
considered lumping all of the 
claims in one giant damage suit, 
but the report indicated they had 
abandoned this plan because of 
the complexities involved. In- 
stead, the group proposed that 
the cities pool data and finances, 
and hire an antitrust lawver to 
compile and analyze the informa- 
tion, thus simplifying as much as 
possible the filing of claims by 
individual cities. 

A special committee of the 
Institute of Municipal Law Offi- 
cers invited all cities, which had 
not yet done so, to join the at- 


Duty Free Microscopes 


Washington—A bill permitting 
duty free importation of elec- 
tronics microscopes and appara- 


tus utilizing radioactive sub- 
stances has been sent to the 
White House for President Ken- 
nedy’s signature. According to 
the bill’s sponsors, several re- 
search and medical institutions 
are planning to buy electronic 
microscopes abroad. 
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Container Stapling Corp. 
Consent Decree Affirmed 


Washington — The Federal 
Trade Commission has affirmed a 
consent order forbidding Con- 
tainer Stapling Corp., Herrin, III. 
from requiring that buyers of its 
products not use or deal in simi- 
lar products of its competitors. 

Container Stapling is one of 
the country’s largest manufactur- 
ers of carton clothing staples, 
stapling machines, parts, and re- 
lated accessories. 

The order also directed the 
company to stop conditional sales 
of staplers. The order resulted 
from a complaint filed last Aug. 


ZAZI X %A6 


19, in which the FTC alleged that 
Container Stapling required inde- 
pendent distributors and dealers 
to handle its product line ex- 
clusively. 

The complaint also charged 
that the company sold staples, 
parts, and accessories on the con- 
dition that the buyers purchase its 
staplers. 


BPA Gets Identical Bids 


Portland, Ore. — Individual 
negotiation with suppliers may be 
the best way to resist identical 
bids, according to Administrator 
Charles F. Luce of the Bonneville 
Power Administration. 


Receipt of five identical bids of 
$9,682 on 500 bus and switch 
insulators drew from Luce last 
week the statement that persist- 
ence of identical bids in the elec- 
trical industry will lead BPA to 
seek authority to negotiate pur- 
chases individually with suppliers 
of equipment. 

Luce said he wanted to put the 
electrical industry on notice that 
Bonneville will “resist identical 
bids which merely quote the 
bidders’ catalog prices.” 

In the case of the bus and 
switch insulators all bids were re- 
jected by the power administra- 
tion, and the incident was re- 
ported to the Justice Dept. for 
further investigation. 
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Management Memos 


Ethics and Economics 


Is it possible to reconcile the basic conflict that exists 
between “economic” man and the larger social values that 
shape the ethics of a democratic society? 

That, essentially, is the question posed by a recent study of 
business behavior made by the Rev. Raymond C. Baumhart, 
S.J., in the Harvard Business Review (see Purchasing Per- 
spective, p. 1). The survey, in effect, asked businessmen to 
take a stand on the two problems that, perhaps more than any 
others, go to the heart of the business community’s ethical 
dilemma—to wit: 


@Can modern business be ruled solely by pro- 
fit considerations? 


®@ To what extent can the individual executive be 
held responsible for his own actions, in the face of 
pressure from his superiors and of an indifferent cli- 
mate of ethics in his own industry? 


Replying directly to the first question, a resounding 94% 
of the executives rejected the creed of rugged individualism, 
or caveat emptor, and five out of six agreed with the following 
statement of principle: “For corporation executives to act in 
the interest of shareholders and not also in the interest of 
employees and consumers, is unethical.” 

But in sharp contrast to this lofty personal reaction, a 
majority of executives revealed a cynical attitude about the 
ethics of their fellow businessmen. Thus, four out of seven re- 
spondents stated that other “businessmen would violate a code 
of ethics whenever they thought they could avoid detection.” 
In commenting on this discrepancy, Fr. Baumhart concludes 
that the possibility exists that “actual business practice is 
probably closer to what respondents say ‘the average execu- 
tive would do’ than it is to what they say ‘I would do.’” 

In the matter of personal responsibility, survey data re- 
vealed that executives on every management level tend to 
follow the example set by their superiors rather than their own 
consciences. Other factors that were blamed for steering a man 
wrong were (in order of their importance): ethical climate of 
the industry, behavior of a man’s equals in the company, lack 
of company policy, and personal financial needs. 

Other highlights of the study, as summed up by Fr. Baum- 
hart: 


© Executives are alert to the social responsibilities 
of business as these are expressed in general terms. 
They see the corporation as a human society, a 
microcosm of the larger society in which it functions. 


®As for specific business practices, executives 
often disagree about what is the most ethical thing 
to do. 


®@ Executives say that the man most likely to act 
ethically is the one with a well-defined personal code. 
If he also has a boss who is highly ethical his be- 
havior will be consistently upright. 


® Executives admit and point out many generaily 
accepted practices in industry which they consider 
unethical. At the same time, they cite many daily 
problems in which the “economic” solution conflicts 
with the “ethical solution.” 


@If unethical practices are to be reduced, top 
management must lead the way, executives say. The 
man at the top must reveal his ethical attitude, not 
only verbally, but also by forceful actions. 


®A written code of ethics for every industry 
would be a great help in correcting unethical prac- 
tices, most executives feel. But this code must have 
“teeth,” be capable of enforcement, and embody 
specific guides for conduct if it is to do the job. 


®@ Most executives believe that organized religion 
and clergymen have been lax in providing guidance 
for the ethical problems of business. At the same 
time, the welcome which businessmen give to clerical 
advice seems to depend on the amount of knowledge 
that the individual clergyman has about business. 


Price Plotting 


P.A.’s who would like to try their skills at forecasting prices 
in various industries they buy from will find handy sample 
charts on which to base their projections in the “Industrial 
Production Chart Book,” published by the Federal Reserve 
Board. This new 1961 edition (price, $1.75) shows monthly 
data for 102 major markets and industry groups according to 
the revised FRB Index of Industrial Production. Groupings 
include consumer products, materials, manufacturing, mining, 
and utilities. 

Businessmen using these charts can continue to plot the 
FRB series with a minimum of graphing. Charts may be kept 
current by using data from the Fed’s monthly Business index 
releases (available free on request). Also available without 
charge is a pamphlet showing seasonal factors for industrial 
production for the years 1947 through 1959. Write: Division 
of Administrative Services, Board of Governors of Federal 
Reserve System, Washington 25, D.C. 


WHAT VALUE ANALYSIS CAN DO FOR YOU 


BEFORE ANALYSIS: Almost 75% of the 
brass stock went into scrap when this 
rear view mirror swivel was turned out 
by screw machine. Additional 
were needed for “flats.” 


steps 


AFTER ANALYSIS: Redesigning the part 
for automatic die casting eliminated 
scrap loss and all machining. 
of a recess cut material costs further. 


METHOD: Consider die 
castings to eliminate 


machining. 


SAVINGS: Part cost cut 
70% (5¢ to 1.5¢) 


Inclusion 


Source: Gries Reproducer Corp., New Rochelle, N.Y. 
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Purchasing Week Asks 


Should purchasing sit in 


on engineering design proposals? 
Question asked by: Robert Verhill, Purchasing Agent, 


July 17, 1961 


Vari-Tech, Grand Rapids, Mich. 


B. R. Grundmann, purchasing agent, Ajax Press- 
ing Machine Co., Salt Lake City: 


“Although function and design are the respon- 
sibility of engineering, purchasing should sit in 
on these proposals. Quite often with a little co- 
operation, specifications can be written to include 
a large number of potential suppliers rather than 
limiting it to one or two because of a rigid speci- 
fication. Purchasing should know this or at least 
be able to survey the market before design is 
set. Engineering may be working strictly from 
stock lists, while purchasing has more direct con- 
tact with the market and should know which items 
in the stock list are good stock items.” 


J. C. McPherson, manager, materiel, Systems En- 
gineering Div., PneumoDynamics Corp., Beth- 
esda, Md.: 


“Yes. In my experience, particularly in the 
R&D field, it is especially important for pur- 
chasing to participate. First, it gives purchasing 
an insight into what types of materials it will 
be required to procure, and second (perhaps most 
important of all), it enables purchasing to advise 
the engineering staff regarding availability of 
commodities required to complete the proposed 
job. Lastly, it makes for better understanding 
between these departments, and a smoother opera- 
tion in general.” 

D. N. Williams, purchasing agent, Wallingford 
Steel Co., Wallingford, Conn.: 


“Purchasing should sit in at the original meet- 
ing. Here the purchasing executive can determine 
whether he himself is technically qualified to make 
suggestions, or whether certain sales engineers 
from his sources can represent him more effec- 
tively. Thereafter, whether present or not, he 
should keep informed so that as design progresses, 
he can utilize his familiarity with appropriate 
sources for technical help. Unquestionably, he 
should be present during final sessions when de- 
signs are being made final, so that he can negotiate 
his purchases competently.” 

E. J. Houser, general purchasing agent, Thermoid 
Div., H. K. Porter, Co., Inc., Trenton, N, J.: 


“This subject has been the topic of discussion 
in many purchasing and engineering circles. Al- 


though engineering is primarily responsible for | 


design and engineering of proposed units, pur- 
chasing may have knowledge of component parts 
that may be readily available, and with a possible 
give-and-take attitude a substantial reduction in 
cost could result. With this in mind, purchasing 
should be considered and invited to sit in on all 
re design proposals, where outside pur- 
chases of component parts will be required.” 


Warren Parker, manager of purchasing, James 
Mfg. Co. (equipment & vent. for cow barns, etc.), 
Fort Atkinson, Wisc.: 


“Definitely yes—at this level purchasing can 
draw on its specialized experience to recommend 
better materials or methods, or possibilities of 
cost savings, before a new item is frozen and added 
to the line. Elimination of cost at this stage can 
better the consumer price and enable your com- 
pany to obtain a larger share of the market from 
the start.” 


R. L. Legate, Jr., purchasing agent, Texas Instru- 
ments, Inc., Houston: 


“Yes, there is no better time to start value 
analysis of a product than in the initial stage. 
Purchasing has its golden opportunity here to 
recommend, or suggest materials or components 
with the most favorable price or availability. By 
working with the design engineers at this early 
stage, they will be much better informed; and, in 
many cases, when the product is released for pro- 
duction, purchasing will already have the vendors 
with the best price and deliveries selected.” 


M. A. Gardner, materiel manager, Control Sys- 
tems Div., Daystrom, Inc., La Jolla, Calif.: 


“It certainly is imperative that purchasing oc- 
cupy an advisory position and participate in such 
meetings. Purchasing must be at least a consultant 
at the very beginning of any new product, so that 
the best results are obtained. Purchasing’s knowl- 
edge often prevents engineering from unknow- 
ingly developing a one-source situation. In 
addition, purchasing should always have an op- 
portunity to go over preliminary specifications 
and be in a position to recommend or suggest 
changes in material or components which are 
readily obtainable at the right price.” 


A. C. Siegal, director of purchases, Highway 
Trailer Industries, Inc., Edgerton, Wis.: 


“The inclusion of purchasing in engineering 
design meetings should be a ‘must.’ Purchasing can 
provide sources of supply, technical data and as- 
sistance, and information pertaining to new ma- 
terials, processes, and methods of production; all 
of this can facilitate and/or simplify design and 
lower production costs.” 


VALUE 


that’s what you get when you buy 
BORROUGHS |= — 


The most simple, most flexible, most rapidly assembled shelving on 
the market today .. . and as tough and rugged as they come! Yes, when you put 
your money into Borroughs Steel Shelving, you get the greatest combination of features 
ever designed into one line of shelving. Special shaped-posts provide utmost rigidity. 
Shelving units can be assembled without special tools. Shelves can be installed or 
relocated without nuts or bolts. Each shelving unit is complete in itself. And that’s 
not all — Borroughs’ catalog has many, many more important facts. Send for it today! 


this feature alone should swing you to Borroughs! 


insert 4 shelf support 
brackets . . no fumbling 
with studs, bolts, nuts or Tilt shelf into 


lock washers. 
support brackets 
+ « « and shelf is 
ready for loading. 


Represented in Sweet’s Catalog, 
send for catalog! pitt rnginecring File 4G BO 


BORROUGHS MANUFACTURING COMPANY 


Of KALAMAZOO 


Purchasing Week 


Analysis, Inc., talks to Don Wilson, Bell purchasing agent, about pro- 
posed changes in material used to manufacture helicopter pilot seats. 


Now: one safety hat to meet 


Introducing the AO Dura-Guard 

. an all-new safety hat designed 
for universal use. Shells and suspen- 
sions are molded plastic, without 
holes or metal parts. New Dura- 
Guard hats and caps meet or ex- 
ceed all standard specifications, and 
every Dura-Guard may be used 
wherever dielectric protection is re- 
quired. Dielectric strength in ac- 


Bell Helicoptor Starts VA on Giant Scale 


Fort Worth — Bell Helicopter 
Co. has embarked on a formal 
value analysis program following 
a 10-day seminar in which par- 
ticipants came up with proposals 
Suggesting design and material 
changes offering theoretical an- 
nual saving of more than $25,- 
000. 

Fifty Bell purchasing men, en- 
gineers, and other key production 
and management personnel who 
participated in the seminar will 
be directly involved in the com- 
pany-wide value analysis project. 


alysis Steering Committee headed 
by Bell’s director of industrial en- 
gineering. 

In addition to purchasing agent 
Donald Wilson, the steering com- 
mittee also includes Bell’s di- 
rector of industrial relations, the 
company works manager, the 


chief design engineer, the chief 


experimental engineer, and a pro- 
duction engineering assistant. 

A team of consultants from 
Value Analysis, Inc., conducted 
the initial seminar which included 
40 hours of lectures, movies, dis- 


cordance with E. E. I. specifications 
(April, 1961) is available in indi- 
vidually tested hats and caps. 

The injection molded shell is of 
uniform thickness throughout criti- 
cal areas. Plastic suspension and 
headband are lightweight, comfort- 
able, long-wearing, nonconductive, 
easy to clean. Headband adjusts on 
both sides to stay centered in shell, 


It will be directed by a Value An- 


J and adjustable suspen 


nolded of polyethylene 


all requirements 


eliminate floating. Sweatband can 
easily be slipped out for cleaning 
without removing any other part, is 
made in telescoping halves for com- 
fort and economy. Front half, which 
tends to soil or wear first, can be re- 
placed at minimum cost. 

For full information, contact your 
AO Safety Products Representa- 
tive, or write for Folder S-1456. 


Your Surest Protection... AQ SURE-GUARD Products 


American & Optical 


COMPANY 


SAFETY PRODUCTS DIVISION «+ SOUTHBRIDGE, MASSACHUSETTS 
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plays, and demonstrations. At the 


final session on June 30, Bell’s 
top management attended to hear 
reports by 10 group teams on 
cost-cutting studies they under- 
took as part of the seminar ac- 
tivities. 

Typical suggestions were: Re- 
duce the number of parts in an 
engine oil tank from 33 to 11, 
with estimated savings of approxi- 
mately 75%. Cut costs of heli- 
copter nose sections by some 
28% through elimination of un- 
necessary rivets, redesign of wind- 
shield frame and going to honey- 
comb material for radio rack. 
Halve the cost of the heater valve 
assembly by substituting equal 
but less expensive material and 
going to stamped rather than 
cast components. 


New Westinghouse Unit 
To Handle Development 
Of ‘Functional Blocks’ 


New York — Westinghouse 
Electric Corp. has formed a new 
department to handle develop- 
ment, manufacture, and market- 
ing of molecular electronic “func- 
tional blocks.” 

Westinghouse said the 
“blocks,” composed of semicon- 
ductor materials, can be used to 
perform various functions in 
circuits normally accomplished 
by separate components, such as 
transistors, diodes, resistors and 
capacitors. 

The new unit, which is part of 
the company’s semiconductor de- 
partment, is headed by Fred M. 
Heddinger, former assistant to 
the general manager of the par- 
ent group. 

In all, the committee sliced 
$6.2-million from the Kennedy 
Administration’s total defense 
budget request. Offsetting the 
across-the-board procurement cut 
were additions of $448.8-million 
for long-range bomber produc- 
tion (the Administration sought 
no new funds) and $85.8-mil- 
lion to speed development of the 
Air Force’s Dyna-Soar spacecraft 
(the Administration requested 
$100-million). 


Mobile Radio Telephones 
Placed Under Calif. PUC 


San Francisco—The California 
Public Utilities Commission has 
declared that companies provid- 
ing mobile radio telephone serv- 
ice are subject to regulation under 
the Public Utilities Code. 

The ruling affects mobile radio 
telephone operators who provide 
service for taxi companies truck 
fleets, salesmen on the road. It 
means that rates for the service 
will be subject to PUC regula- 
tion. 

California may be the first 
state to assume jurisdiction over 
such firms. 


Tire Bid Revision Asked 


Albany, N.Y.—Assemblyman 
Albert J. Hausbeck of Buffalo 
has called for revision in the 
state’s policy of accepting bids 
for tires only from original equip- 
ment manufacturers. 

The legislator declared the 
present policy discriminates 
against the Dunlop Tire & Rub- 
ber Corp. of Buffalo and possibly 
others. 
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A P/W Indicator Analysis 


Construction Pickup Seen Accelerating Recovery 


New York—The sustained 
surge in building activity should 
be the major factor in stimulating 
the economy during the summer 
doldrums, economists say. 

The 9% rise in June building 
outlays over May—the normal 
seasonal increase is about 7% — 
marked the fourth monthly 
pickup in a row, leading govern- 
ment analysts to predict second 
half outlays will surpass the like 
period a year ago by as much as 
8%. Totals for 1961, they in- 
dicated, will hit $57.8-billion—a 
4% increase over last year. 

Here are some of the factors 
making for this rosy outlook: 

® Housing starts: Over the 
first five months this key con- 
struction area averaged out to an 
annual rate of 1,220,000 units— 
6% behind last year’s compar- 
able period. But May saw an 8% 
spurt in housing starts, and the 
experts figure that total 1961 
starts will amount to 1,275,000 
units—3% above 1961. 

® Contract awards: According 
to McGraw-Hill’s Engineering 
News-Record (ENR), contract 
awards so far this year are 
running well ahead of last year 
in most categories: In highways 
they’re up 13%, in housing up 
48%, in commercial building up 
12%, and industrial building up 
19%. 

® Public construction: June saw 
a 12% advance in public build- 
ing—well above the normal sea- 
sonal gain. Since the same month 
saw a 30% gain in contracts 
awarded for public construction, 
this uptrend should continue. 

The improving construction 
outlook is reflected in widespread 
industry optimism. “We expect 
an excellent year,” a spokesman 
for one of the nation’s largest 
construction materials suppliers 
commented. “Customers practic- 
ally depleted their inventories in 
the first quarter. Now they’re 
building them up again. Orders 
may pick up fast enough to strain 
our ability to make as quick de- 
livery as we have been.” 

Says a large Eastern steel dis- 
tributor, “We're all building up 
our inventories of structural steel 
for what we expect will be very 
good fall and winter business. 
Right now the structural shapes 
are moving at the mills rather 
than the service centers, but our 
sales will pick up by the end of 
summer.” 


Fairchild Camera Forms 
Business Machine Div. 
To Sell Mail Room Line 


Syosset, N.Y. — Fairchild 
Camera & Instrument Corp. has 
formed a new Business Machines 
Div. as part of the company’s | 
long range program for expanding 
into nonmilitary markets.. 

John Carter, Fairchild presi- 
dent, said the division’s initial 
product line will include postage 
meters, postal scales, folding 
machines, collators, inserters, | 
and other similar equipment. 

First products are scheduled | 
to reach the market by early | 
fall. Plans call for other products | 
to be added to the division’s | 
line after operations get under-| 
way, said Carter. 

General manager of the new) 
division, to be headquartered in| 
Cleveland, will be C. F. Shaffer. | 
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Structural steel shapes would 
be a prime product group for 
steel price increases, if and when 
they do come, according to some 
industry experts. At present dis- 
tributors report prices just as 
competitive in structural —al- 
though not as publicized—as in 
stainless and pipe. But low user 
inventories and the anticipated 
surge in demand are expected to 
firm structural prices in the fall. 

Firming is also expected 
in lumber and plywood prices. 


These tags rose sharply earlier in 
the year and then fell back as 
wholesale dealers bought heavily 
in anticipation of a sharper re- 
covery than actually occurred. 
But industry analysts feel it won’t 
take much of a demand pickup to 
start lumber quotes going up 
again. 

Rising labor costs also will 
boost building expenses. ENR 
calculates construction wage in- 
creases in the second half will 
amount to 1.1% to 1.5%. 


Millions of $ 


CONSTRUCTION ACTIVITY CLIMBING 


oS: aimee 
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Every sheet, coil or tubing ship- 


ment of Quaker State aluminum 


is now certified in writing. It’s 


your assurance that your order 


has passed our rigid standards 


of quality control to meet your 


exacting specifications. 


TESTED FOR BENDABILITY 
In this test a piece of metal is 
bent to a 90° or 180° angle and 
inspected visually for imperfec- 
tions. When metal is to be used 
in a forming operation by the 
purchaser, only after it has suc- 
cessfully passed this test does 
it receive the usual Quaker State 
stamp of “Certified Aluminum.” 


QUAKER STATE METALS COMPANY 


Lancaster, Pennsylvania 
A DIVISION of HOWE SOUND COMPANY 


Mill Producers of Aluminum Sheet, Coil, Tubing and Extrusions 
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Purchasing Week’s 
Professional Perspective 


CONSULTANT F. ALBERT HAYES 


former NAPA President 
Discusses this headline from P/W’‘s 7/3/61 issue: 


“P.A.’s No. 1 Worry: ‘How Can We Stay Slim?’ “’ 


“DURCHASING WEEK’s nation-wide survey of buying problems pin-pointed the 
headaches that P.A.’s expect to be of greatest concern during the second 
half of 1961. The list covered a lot of ground, but inventories and prices still 
were first list. Other points were: scheduling orders, delivery time, transportation, 
cost cutting, personnel needs and qualifications, policies and procedures, audits, 
and reports. 

The subjects and the comments are proof that P.A.’s mean to do their utmost 
to contribute to the profit of the firms they serve. The various statements about 
tight inventory control, close scheduling, and EDP are different ways of describ- 
ing the solutions to the same problem—squeezing profits from materials through 
inventory control. 


“This is why we must 


investigate POLYPENCO*® Industrial 


Plastics today!” 


@ Contrast increasing metal prices with 
the decreasing cost of plastics and you 
see why, today, plastics consumption is 
expanding rapidly. 

But value analysis of industrial plastics 
doesn’t stop with price. New, better and 
more versatile plastic formulations are 
replacing metals, improving perform- 
ance, extending part life in hundreds of 
new industrial applications every month 
... with savings never before possible. 


POLYPENCO?® industrial plastics and 


The Polymer Corporation is unique in 
this picture. As a pioneer producer, 
fabricator and national marketer, Poly- 
mer has the technical know-how and 
practical field experience to help you 
solve your industrial plastics problem. 


Experienced POLYPENCO sales en- 
gineers and distributors are located 
coast-to-coast. Why not call one today? 
(POLYPENCO industrial plastics in 
Yellow Pages under Plastics Supply 
Centers) 


THE POLYMER CORPORATION 


Reading, Pa. / Export: Polypenco, inc., Reading, Pa., U.S.A. 


POLYPENCO 
oi 


Cncpincred Spatial Plasilee 


NYLONS + TFE-FLUOROCARBONS + OTHER PREMIUM PLASTICS 


One P.A. considers the rate of turnover 
as the criterion of profit, even outranking 
sales effort; another states that EOQ or- 
dering is the route to proper turnover and 
is the logical and economic method; an- 
other indicates that electronic data proc- 
essing is the answer to inventory problems. 


Pressure on Inventories 


It’s clear that the vast majority of 
P.A.’s are still under pressure for better 
inventory control. But there’s a ques- 
tion whether they have the authority and 
responsibility to do the job. 


Too often the P.A. is asked to do the 
impossible: When total company inven- 
tory gets out of hand, management often 
exerts inordinate pressure on the level of 
inventories in raw and supply stores. Op- 
timistic sales forecasts fail to materialize; 
finished stock piles up, and the compensa- 
tion is demanded by reduction of the “in 
process” and raw stores. Not much can 
be done either quickly or quantitatively 
about “in process” inventories, so the im- 


| mediate and big squeeze is directed on 


raw stores. The edict may be pronounced, 
“Cut all purchases—perhaps 10% or even 
25%.” ‘Then the P.A. is really in trouble. 


That may now be a hangover from the 
darker ages of management, but it still 
happens. Modern management has a dif- 
ferent slant, and seeks the integration of 
information from various departments to 
determine the inventory level consistent 
with safety of operations and economic 
advantage. 


Many Viewpoints Involved 


Since industrial inventories are the sum 
uf finished merchandise, in-process, and 
of the materials, components, and sup- 
plies necessary for manufacturing, the 
viewpoints of sales, production, finance, 
and purchasing are involved. Naturally, 
the managers of these functions tend to 
answer the question “How big should 
an inventory be?” from their own view- 
point. 


Sales never wants to miss a sale be- 
cause of lack of stock. 

Production wants plenty on hand with 
long manufacturing runs for lower cost 
and steady employment. 

Finance feels money in inventory could 
be used more profitably elsewhere. 

Purchasing wants long lead times and 
big orders to get the lowest price. 


The greatest profit is possible only by 
reconciling these divergent viewpoints, 
and obviously the executives must co- 
ordinate their needs because of the inter- 
relation of the various inventories. The 
final decision frequently must be made by 
top management to whom the depart- 
mental managers report. 


A survey of 500 firms noted that in 
60% of the cases the purchasing execu- 
tive was given authority to control in- 
ventories of purchased raw stock, com- 
ponents, and MRO items. The control 
of work in process became the problem 
and prerogative of the production execu- 
tive. There appeared to be little, if any. 
contact by the P.A. with the level of 
finished inventories. 


Purchasing Responsibilities 


A poll of another recent AMA semi- 
nar on the organization and management 
of purchasing develoved this picture of 
responsibility of purchasing in inventory 
control: 

Participated Not 
in Responsible 
Prime Discussions 
Res~onsi- A“visory and 
bility Only Decisions by Others 
35% 5% 10% 50% 
In process 5 5 25 65 


Finished 10 15 5 70 


or 
Administered 


Raw 
Inventory 


I believe neither the 500-company sur- 
vey nor the more recent poll reflects the 
actual interest of purchasing department 
in total inventories, or the contribution 
that the well informed and experienced 
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P.A. can make to the establishment of 
the economic and safe level of raw stores 
in relation to the whole. To make the 
greatest contribution in his own area he 
has to know what is going on and what 
other departments are planning. This 
means a briefing on sales outlook, sales 
backlog, production schedules and the 
translation into predicted material needs. 
The P.A. doesn’t have to do them, and 
hasn't the prime responsibility for their 
preparation. But his work in purchasing 
arises from that cycle, and the resultant 
raw material inventory can be no better 
than the accuracy of the steps that led 
to the determination of the need. If the 
P.A. helps to develop these needs, he 
can act with confidence to secure the 
maximum ultimate return for each dollar 
of expenditure. 


LET MUELLER 
MAKE IT! 


Mueller Brass Co. of Port Huron is 
much more diversified than the name 
“Brass” implies . . . a lot more. In 
fact, because of its many and varied 
facilities . . . its men, methods and 
metals... Mueller is in the unique 
position of being able to offer true 


single source service. 


MUELLER HAS THE MEN .. 
enced engineers with the ability to 
work out, creatively, tough design 
problems, and improve a part or 
components for production by the 


. experi- 


most economical method. You get 
sound engineering plus 44 years of 
practical metalworking production 
experience when you “Let Mueller 
Make It.” 


MUELLER HAS THE METHODS .. . 
when you “Let Mueller Make It”, 
you are utilizing one single source 
that is able to produce parts any one 
of these ways: as forgings, impact ex- 
trusions, sintered metal parts, screw 
machine products, formed tube or 
as Castings. 


MUELLER HAS THE METALS... and 
the materials . . . to produce pre- 
parts in aluminum, brass, 
bronze, copper, iron, and steel in 
hundreds of different alloys to meet 
each exact requirement. 


cision 


In addition, Mueller Brass Co. has 
complete and modern facilities for 


performing all types of finishing and 
sub-assembly operations. Another 
plus value is nation-wide sales engi- 
neering service. 


So, in the final analysis, no matter 
where you fit in the American indus- 
trial picture, whether you’re making 
missiles or mowers ...and no matter 
where you're located, it will pay you 
to LET MUELLER MAKE IT! 


MUELLER BRASS CO. 
PORT HURON 31, MICHIGAN 
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This Changing Purchasing Profession 


Kenneth M. Lord was elected 
vice president-manufacturing and 
purchasing, a new post, Ray- 
theon Co., Lexington, Mass. He 
had been vice president and gen- 
manager of the Military 
Products Div., General Dynamics 
Electronics; New York. 


eral 


K. M. Lord A. J. McNeill 
Andrew J. McNeill has been 
appointed divisional purchasing 
agent, Naugatuck Chemical Div., 
United States Rubber Co., Nauga- 
tuck, Conn. He had been acting 


division purchasing agent since 
July, 1960. 


M. M. Markiewicz has been 
advanced to manager of material 
control and purchasing, Semicon- 
ductor Products Div., Motorola 
Inc., Phoenix. He had been 
general buying supervisor for the 
firm’s Solid State Research 
Laboratory. 


M. M. Markiewicz J. C. Nivus 
J. Carl Nivus joined Vickers, 
Inc., division of Sperry Rand 


Helicals and Spiral Gears—precision-made 
‘of any material—with famous G.S. uniformity! 


Whatever basic material your application calls for, Gear 
Specialties can give you Helicals and Spiral Gears of con- 
sistently superior quality, made with the precision for which 
G.S. is famous. That means your production isn’t slowed 
down by rejects or imperfections—and your product will 
perform smoothly and efficiently in the hands of your 


customers. 


It’s this unvarying G.S. quality—backed by unsurpassed 
experience, craftsmanship, equipment, production control— 
which leads top-name manufacturers in all divisions of 
industry to make G.S. their Number One source for not 
only Helicals and Spiral Gears, but for Fine and Inter- 
mediate Pitch Gearing of all types, in all quantities. 


Get your Gear job done better—put G.S. in your picture 


now! 


a SEND FOR 
@p)> FREE 
WT 2 
Small Gearing Guide. 
Contains useful 
charts. Send for 
your copy today! 


SPURS © SPIRALS © HELICALS © BEVELS © INTERNALS 
WORM GEARING * RACKS © THREAD GRINDING 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 
OF FRACTIONAL HORSEPOWER GEARING 


Specialties, Inc. 
2635 WEST MEDILL AVENUE 


CHICAGO 47, ILLINOIS 


_Agents Assn. of Chicago. 


Corp., and will be in charge of 
purchasing at the firm’s Omaha, 
Neb., plant. He had been head 
of purchasing at the Brainard 
Steel Div., Sharon Steel Co., 
Warren, Ohio. 


I. J. Adams has been ap- 
pointed supervisor of purchasing 
for Gulf Oil Corp.’s eastern region 
of domestic marketing. Formerly 
director of purchasing for Gulf’s 
Philadelphia refinery, he will co- 
ordinate purchasing for the east- 
ern region which comprises a 
[5-state area extending from 
Maine to Virginia. 


1. J. Adams E. M. Carty 
Edward M. Carty was named 
purchasing agent, Bartlett-Snow | 
Div., Bartlett-Snow-Pacific, Inc., | 
Cleveland, newly formed by the 
consolidation of C. O. Bartlett & 
Snow Co. and Pacific Foundry & 
Metallurgy Co. Carty had been 
a buyer for Bartlett-Snow-Pacific. 


Lindsley R. Bailey has suc-| 
ceeded Harold B. Garrett as di-| 
rector of the purchasing depart- 
ment, E. I. du Pont de Nemours 
& Co., Wilmington, Del. Garrett 
retired after 44 years with the | 
firm. John M. Brentlinger, Jr.,| 
sales manager for major accounts 
in the industrial and biochemicals | 
department, succeeds Bailey as 
assistant director of the purchas- | 


|ing department. 


Thomas M. Herley joined) 
Chicago Aerial Industries, Inc.,| 
as assistant purchasing agent, 
Arthur Draatz and Jack Adler 


‘have taken the post of senior 


buyers for electronics and electri- 
cal subcontracting and mechan- 
ical subcontracting respectively | 
with the Barrington, IIl., firm. 


Edwin S. Garnett, former 
senior assistant purchasing agent, | 
has been made fuel purchasing 
agent, Chesapeake & Ohio Rail- 
road at Cleveland. 


George B. Fielder, Jr., was 
named purchasing agent for 
J. Wiss & Sons Co., Newark, 
N. J. 


Harriette K. Wood has joined | 
Fryer Corp., Portland, Ore., as 
purchasing agent. 


Obituaries 


William K. McClure, retired 
executive of Wilson Jones Co., | 
Chicago, died June 11. He was 
81. McClure was one of the) 
founders of the Purchasing 
| 

Claude M. Bigelow, 63, pur- | 
chasing agent for Brockway 
Motor Truck Co., Cortland, | 
N. Y., died June 18. 


Albert Erick Rubery, retired 
general purchasing agent, Toron- | 
to & Hamilton Imperial Oil, Ltd., | 
Toronto, died June 23. 
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FORT WAYNE ASSN. NEW OFFICERS: (seated, |-r) Charles Douglas, 
pres.; Vernon Brooking, Ist v-p.; Steven Schultz, Jr., treas.; (stand- 
ing) George Kohimeier, nati. dir.; H. D. Snow, executive secretary. 


“ QUERYTHING HINGES ON HACER!” 


We'll make IT for youl For 'staridard (5,000 different types 
and sizes) or special hinges, write or wire: C. Hager & 
Sons Hinge Mfg. Co., Victor & “‘I'’ Street, St. Lovis 4, Mo. 


In Canada, Hager Hinge Canada Ltd., Kitchener, Ont. 


Founded 1849, Every Hager Hinge Swings 0p 100 Yeors of Experience 


Longer runs 
pay off mn 
resistance welding, 
too! 


For more mileage between dressings, 


use AMPCO-WELD*” Electrodes. 
Send for catalog, price list, and name of your distributor. 


AMPCO METAL, INC. nw-22 


DEPT.427G,MILWAUKEE 1, WISCONSIN 
WEST COAST DIV.: HUNTINGTON PARK, CALIFORNIA 
SOUTHWEST DIV.: GARLAND (DALLAS COUNTY), TEXAS 
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New P.A. Assn. Officers 


TWIN CITY—(seat., I-r) G. L. 
Quinn, Minneapolis Star & Trib- 
une, pres; W. E. Stevenson, 
State of Minnesota, nati. dir.; 
(stand.) E. O. Burchell, Minne- 
sota Mining & Mfg., sec.-treas.; 
F. R. Chambers, Standard Con- 
veyor, dir.; H. B. Christian, Jr., 
Superior Plating, dir; F. W. 
Fischer, Minnesota Mining, Ist 
v.p. 


i. 
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READING—(I-r) T. R. Blessing, 
Beryllium, dir.; P. C. Beacher, 
Thompson Ramo Wooldridge, 
pres.; G. W. Manwiller, Jr., Con- 
tinental Can, v.p.; G. D. Nahm, 
Carpenter Steel, dir. ———_—_——__»> 


Four P.A. Groups Elect 
Officers for Coming Year 


New York—Here are the 
latest returns from local purchas- 
ing groups reporting election of 


MUELLER CAN MAKE MOST ANYTHING IN new officers for the 1961-62 


term: 


SINTERED METAL PRODUCTS... 


Arizona 


President, Rod Clelland, Ari- 
Sintered metal gears, cams, special zona State Hospital; Edward 
purpose filters and structural mem- Egerer, Ducommun Metals, Ist 
bers from iron, nickel, stainless steel, vice president; Rex Baker, Heflin 
brass and copper alloys are produced oes oan ne preneent; Bart 
} Mullen, Salt River Project, sec- 
by Mueller for practically every seg- retary; Gene Hauser, Complete 
ment of American industry. What- Auto & Home Supply, treasurer; 
ever your product requirements are, William Mullen, Arizona Public 
the Mueller Sintered Metal Products Service, national director. 
Division is completely equipped to moare Mpemets: Ros Beker, 


, ae Solon Bennett, William Cole, 
supply you with precision parts to William Culton, Edward Egerer, 


exact specifications at substantial _— : Michael Haskes, John Lowers. 
savings. In addition, the engineering e - Robert Sandvick, John Tierney. 
staff, machining and finishing facili- 

ties of Mueller Brass Co. are an 

important plus value when you 


Ler MUELLER mane 17! | Orange County 
a " President, Lloyd Myers, 
Hughes Aircraft Co.; R. J. Eft- 
ing, Rheem Automotive Co., vice 
president; W. E. McFarren, SPS 
Western, secretary; Thomas 
White, A. O. Smith Corp., treas- 
urer; Ernest Nelson, Chiksan 
Co., national director. 
Directors: (one year) R. J. 
Efting, W. E. McFarren, Walter 
Bazar, (two years) K. A. Bruner, 
L. C. Myers, William Deeley, 
(three years) R. O. Burns, G. A. 
Macrae, Thomas White. 


Southeastern Mass. 


President, James A. McCarthy, 
Atlas Tack Corp.; Edward 
Hickey, Aerovox Corp., vice 
president; Jack Taylor, Haveg 
Industries, Inc., secretary; Vin- 
cent J. Robidoux, Winthrop- 
Atkins Co., treasurer. Directors: 
Josepin Desjardins (membership), 
Daniel J. O’Connor (meetings), 
T. E. Howarth (program), Mark 


Knowlton (publicity). 
MUELLER BRASS Co. 
PORT HURON 31, MICHIGAN 


San Diego 


President, H. A. Lubke, Solar 
Aircraft Co.; F. R. Collier, Auto- 
motive Warehousing Co., vice 
president; G. W. McAfee, Ets- 
Hokim & Galvan, secretary; J. 
A. Mattis, City of San Diego, 
Civic Center, treasurer; F. G. 
Blakefield, Astronautics Div., 
Convair, national director. 
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NW Pa. Seminar Hears Warning 
On Unethical Negotiation Practices 


Corry, Pa.—P.A.’s attending 
the fourth annual purchasing 
seminar of the Northwestern 
Pennsylvania Purchasing Agents 
Assn. were warned about unethi- 
cal practices that can mar com- 
petitive bid negotiations. 

These practices were pin- 
pointed as knowingly depriving 
a supplier of his profit and reveal- 
ing a competitor’s prices or iden- 
tity. The group was told that any 
action that tends to exclude or 
hinder free negotiations of all 
possible suppliers should be 
viewed with caution. 

Four basic purchasing areas 
were reviewed at the two-day 
meeting and guide rules estab- 
lished covering the points dis- 
cussed. The areas _ included: 
policies, procedures and controls; 
vendor relations; purchasing 
tools; and internal organization. 

The subject of gratuities 
sparked lively pro and con dis- 
cussion among purchasing agents. 


sn Vitad 


PROF. J. L. HAYES 


Some felt gratuities would not be 
so far out of bounds if kept to | 
a minimum. Acceptance, they 
argued, should be based on these 
conditions: gifts should not af- 
fect recipient’s opinion or judg- 
ment; they should be restricted 
to actual instead of prospective 
vendors; and they should be in 
recognition of past business 
rather than a means of fostering | 
future sales. 

In this same area of vendor 
relations, the topic of foreign 
buying also came up. P.A.’s gen- 
erally agreed it is justified: 

@To match a_ competitive | 
situation. 

@ Where price or quality is a 
decided advantage. 


@To permit a more favorable 
balance of trade. 


Another subject that stirred 
P.A. discussion was trade rela- 
tions or reciprocity. The con-| 


Pipeline Company Moves 


Maintenance UnittoTulsa 


Tulsa, Okla.—Williams Bros. 
Co., worldwide pipeline construc- 
tion firm of Tulsa, has signed a 
contract for the purchase of a 12- 
acre site here for its national 
equipment maintenance _head- 
quarters, now located at Louis- 
ville, Ky. 

Movement of equipment and 
personnel from Louisville will be 
completed this year. If the com- 
pany’s workload of construction | 
permits, the operation could be 
completed within the next few 


weeks, it was indicated. 
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sensus here was that every con- 
sideration should be given to this 
factor in buying—providing it is 
on a voluntary basis. Coupled 
with this recommendation, how- 
ever, went the warning that 
reciprocity should not sacrifice 
quality, service, and price. 

Prof. James L. Hayes, dean 
of the School of Business Admin- 
istration, Duquesne University, 
Pittsburgh, and seminar modera- 
tor, also gave P.A.’s some guide 
rules on decision making. 


CHATTANOOGA ASSN.: New 
officers got together with M. B. 
Eubanks, Jr., NAPA Dist. 7 v.p. 
(seated, ctr.). Officers: Alex Mor- 
ton, Ernest Holmes Co., past 
pres.; (I) Harland Whitfield, Sim- 
plicity System, pres. (r); (stand- 
ing, |-r) Hubert Fowler, Sharp 
Automotive Supply, treas.; 
Thomas Cubine, Provident Life & 
Accident Insurance, dir.; Harold 
Hendrix, TVA, 2nd v.p.; Drew 
Johnston, Ross-Meehan Found- 
ries, dir.; Charles H. Parker, 
Southern Chemical Cotton, sec.; 
James McDowell, Dixie Merceriz- 
ing, dir. Lee Elkins, Heart’s Auto- 
motive Parts, Ist v-p., is absent. 


é 
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Clik-Stop saves “busted knuckles;’ other more serious accidents caused by slippage 


1 Clik-Stop’s Golden Knurl locks jaws 
automatically under turning pressure. 


No buttons, levers, gadgets to remember. 


2 Clik-Stop jaws stay where they’re set 
...automaticaliy. No re-setting the 
Golden Knurl every time wrench is laid 


aside. 


3 Slim head, square jaw permit full seat 


on fittings. 


4 Drop forged Protoloy® alloy steel. 
Equals or exceeds performance of all 


other makes. 
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Proto Locking Feature Page “° Ne 


Find out why some plants have already 
standardized on Proto’s Clik-Stop®. 
Available in 4”, 6”, 8”, 10”, 12”, 15”, 
16”, 18”, 20” sizes. Chrome or Black 


—= industrial Finish. 
08 Purchasing Agents: Write on your letter- 
== head for a free Clik-Stop. : 


See your Proto Distributor for illustrated 
78 page Proto Catalog No. 6020—or 
write: 


free floating 


PROTO TOOL COMPANY 
2215 Santa Fe Avenue 
Los Angeles 54, California 
515 Allen Street, Jamestown, N. Y. 
1715 Oxford East, London, Ontario, Canada 


DIVISION OF 
Oe 


& 
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MAJ. GEN. J. B. MEDARIS: Negotiating nearly $3-billion worth of 
contracts a year as head of the Army’s missile command made new 
Lionel president a firm believer in the importance of good purchasing. 


Pegs Corp., once known primarily as a maker of toys, is playing for keeps 
these days as a defense supplier. 

Under new leadership, the company is seeking more defense contracts, and as 
a result, purchasing is being forced to make a rapid readjustment to buying 
problems that are totally different from anything posed by the traditional needs 
of toy manufacturers. 

Most of Lionel’s space-age growth (three companies acquired during the 
past year, with more to come) has occurred under the aegis of Maj. Gen. John 
Bruce Medaris, USA, (ret.), who, as chief of the Army Ballistic Missile Command, 
negotiated nearly $3-billion worth of missile contracts a year. 

One of his first moves, when he took over as Lionel president in 1959, was 
to give purchasing a much needed leg up on the organization ladder. He created 
a new corporate director of purchases to oversee all of Lionel’s procurement 
activities, and named Charles V. Cross, formerly of Curtiss-Wright, to the job. 
Instead of reporting to the company’s production control manager, as was 
formerly the case, Cross is responsible directly to Lionel’s general manager. 

Lionel’s Hillside, N. J. plant, which houses the corporate headquarters, will 
continue as in the past to confect miniature trains and a new line of science toys 
for the Christmas trade. But it’s also making electronic switches, miniaturized 
motors, and other precision gear. 


Service Tailored to Demand 
Under Cross the Hillside plant’s purchasing department is now learning to 
tailor its services to two widely different demand situations. Lionel’s toy business 
is seasonal, skittish, and works on perennially short lead time. Toy sales are 
closely tied to the feverish, last-minute Christmas rush, sparse in the off-season. 


“In my long years in the 
technical side of the govern- 
ment, I’ve had to buy from 
80%-90% of the dollar 
values of what !’ve handled. 
So I’ve learned that purchas- 
ing has a major effect on final 
project costs. Having been 
exposed to both buying and 
selling, I’ve learned P.A.’s 
habits, and have concluded 
that those P.A.’s who are in- 
hibited by either selfish con- 
siderations or company poli- 
cies can’t do an effective job.” 
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(A) On Purchased Parts Made from Existing Tooling 
STAGES OF PROGRESS 


A SCHEDULING TACTIC: LI 
WHAT IT EXPECTS ON LEAD-TIME . 
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What’s more, Lionel holds up its production commitments until marketers can 
gage public response to the annual toy fair in March. So Cross has to do most 
of his buying—from bid-request to invoicing—in about three weeks. 

Since the entire year’s toy production comes between March and early fall, 
purchasing has to string along in the winter months without being able to predict 
its next year’s needs. 

On the other hand, Hillside’s electronic and missile-component work brings 
ever-shifting problems of R&D and product-mix turnover. Here’s where 
Cross’ Curtiss-Wright experience is a plus; he has learned to draw on technical 
resources—the engineers’ minds—available in his home plant. 

Committee Reviews Basic Materials 

He is in on a committee composed of engineers, quality control, and produc- 
tion people that reviews basic materials Lionel uses to see where new ones can 
be used profitably. In the last decade, Lionel has gone through a revolution on its 
toy train materials. It used to die cast the miniature cars. But because of the 
finishing problems involved, it moved on to powder metallurgy—and then to 
plastics. 

Cross calls bidders’ conferences when Lionel plans a new product (or revision) 
which will require special tooling by vendors. This way, all the suppliers get 
the same information simultaneously. At the same time, he negotiates, where 
possible, to get favorable credit terms from Lionel’s suppliers. 

Cross’s biggest problem now is to determine just how far to intrude in the 
purchasing practices of the firms Lionel is absorbing at a land-office rate. An 
interim guidance directive he recently wrote reads: 

“It is the policy of the corporation to operate entirely on an open basis for 


‘1 can’t see how purchas- 
ing can function unless it is 
put under a general manager 
—not as an arm, but as a part 
of everything. If each engi- 
neer did his own purchasing, 
the company would spend 
three times too much. Engi- 
neers have ‘notions’ that are 
legitimate for technically 
creative men, but you've got 
to bring in somebody else to 
marshal their buying activi- 
ties. To do this, purchasing 
has to begin developing tech- 
nical skills.” 
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LIONEL SHOWS VENDORS 
E JOBS WITH CHARTS LIKE THESE... 


(B) On New Parts Requiring New Tooling 
STAGES OF PROGRESS 
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the purchase of supplies, parts, materials, and services. In order that this policy 
be carried out, it is essential that the P.A. of each plant operate without inter- 
ference from the respective manufacturers as to source where material or 
services will be purchased. It is further essential that all purchases be made 
through the regular purchasing procedure of the regular P.A.’s except in the rare 
case of procuring engineering services or similar creative design services or 
materials.” 

In short, Cross will let the ‘subs’ operate independently under broad corporate 
guidelines until the time further consolidation should appear desirable. But, at 
the same time, he says he’s “establishing a means of reviewing each location’s 
performance.” 

One move toward interplant coordination, though, has paid off. Cross estab- 
lished a standard published price list for stationery, and will extend this to 
include other non-production items later. The ‘subs’ will release, directly against 
volume discount, contracts negotiated by the Hillside P.A.’s. Cross expects from 
15% to 20% over-all savings on stationery alone through blanket buying. 

Purchasing Performance Compared 

Cross also has devised a “Purchase Analysis Form,” which compares purchas- 
ing’s performance on repeat-buys with both the foregoing buy and a “weighted 
average” cost. This simply is the mean price paid for the item during the previous 
calendar year. To compute it for any part, Cross’s buyers divide the total number 
of pieces purchased all last year into the total dollars spent. 

Then, each week, purchasing totes up its gains—and losses—on a brief report 
to the plant manager. Here’s where Cross can show just what part purchasing 
plays in the battle against mounting costs. And his reports get read. 


“Certain basic management 
techniques have been better 
developed in the military than 
in civilian industry. Not many 
people realize how many of 
today’s business methods and 
organizational guidelines de- 
rive from the armed forces’ 
experience. The basic ‘line’ 
and ‘staff’ premise is a good 
example. In fact, it’s fortu- 
nate for industry that many 
executives have had military 
experience and understand a 
‘line’ and ‘staff’ setup.” 
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TWO-TRACK MIND: That’s what Director of Purchases C. V. Cross 
needs in buying for Lionel’s diversified product line. Toys, upper left, 
are seasonal; defense items, lower right, are subject to change. 


Lionel has inherited one of Medaris’ pet military scheduling techniques, an 
essentially simple ‘reverse planning’ chart that clarifies the timing of steps in 
toy and train product development (see chart above, center). It’s the same 
principle Medaris used, in more sophisticated form, to coordinate the elements 
going into a new missile—and which the Navy effectively worked into its Polaris 
program (see PW, April 17, 61, p. 26). 

This “countdown” way of looking at things helps Cross and his buyers impress 
Lionel’s requirements upon vendors when there’s a product to develop or modify 
It can be a handy expediting tool when a vendor is tardy in tooling up for a 
Lionel job. Cross is tightening the screws on delinquent vendors, particularly 
on those who are “AWOL” on delivery dates. Those whose products or services 
don’t pass muster are warned twice, then dropped for at least one year by the 
company. 

Method First Used 20 Years Ago 

Medaris, talking about his scheduling method, says he first used it (and IBM- 
card inventory control) in 1941 to organize the distribution of ammunition to 
loading plants. “You’ve got to ask ‘What are we trying to accomplish?’” he 
says. “Then, you make everything you do revolve around that. To attain your 
ultimate goal, you have to schedule ‘backwards.’ ” 

Medaris feels that no-nonsense standards which apply to defense work can 
be carried over to Lionel’s entire operation. His impatience with the buck-passing 
has had a tonic effect on the complexities of the organization chart; now, the 
bounds of everyone’s authority are spelled out in concise, simple lines. 

“I’m a crank on semantics,” he says. “English is not a loose language. Every- 
one works better if he’s trying to accomplish something he can describe.” 


“It is my fundamental con- 
viction that unless an exercise 
has an object, it’s not worth 
doing. Some of the methods 
| use are the result of this 
personal philosophy, but I’ve 
learned a lot from other peo- 
ple, as well. Over the years, 
you develop a composite of 
methods from observing peo- 
ple who ‘do well.’ To attain 
your goal, it’s important to 
schedule carefully, and get 
your purpose across to every- 
one through dynamic presen- 
tation with words.” 
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Don't Rule Out Imports, Wash. State Buyers Told 


Olympia, Wash.—State agen- 
cies were warned they must not 
rule out lower-priced foreign- 
made goods in competitive bid- 
ding. 

Robert C. Nesbit, supervisor 
of state purchasing, reminded the 
agencies of a policy adopted two 
years ago by the State Purchasing 
Committee, which requires ac- 
ceptance of foreign-made goods 
on their merits, as determined by 
quality and price. The reminder 
was necessary, he said, because 
some agencies have been writing 
specifications limiting purchases 
to domestic products. 

Lower-priced foreign products 
can be excluded only on the basis 
of poor quality, problems in serv- 
icing and parts, lack of uniformity 
or interchangeability, Nesbit said 
in his directive. He explained 


that foreign purchases amount 


Argentine Firm Licensed 


By Hoffman to Produce 
Solar-Cell Product Line 


Buenos Aires—Hoffman Elec- 
tronics, Inc., of Los Angeles, has 
licensed Industria Plasticas y 
Electronicas de Cordoba to 
manufacture its line of solar-cell 
powered radios and telephones. 
IPEC will spend about $3-mil- 
lion on plant expansion and ex- 
pects to go into production be- 
fore the end of the year. 

A spokesman for the Argentine 
company said it will export the 
radios and telephones to other 
South American countries and 
possibly to the U.S. “Japan and 
West Germany have done it, and 
so can we,” he said. 


Avnet, British Foundry 
Form Joint Subsidiary 


New York—Avnet Electronics 
Corp. and Foundry Equipment, 
Ltd., Great Britain, have formed 
a joint subsidiary to develop and 
distribute automatic foundry 
equipment in the Western Hemis- 
phere. 

First products to be introduced 
here by the new company, Feco, 
Inc., will consist of machinery 
developed by the British firm for 
use with the Shaw ceramic mold 
process of precision casting. 
Avnet holds Western Hemisphere 
rights to the Shaw process. 


DuPont Plans Production 
Of Isocyanates in Ireland | 


London—DuPont Co. (United 
Kingdom) Ltd., will begin con- 
struction later this year of a plant 
for producing isocyanates at May- 
down, North Ireland. The facility 
is scheduled for completion in 
late 1963. 

Isocyanates are the basic raw 
materials for making polyure- 
thane foams, which are widely 
used in such items as cushions, 
insulation and flotation agents. 


Pye Unveils TV Unit 


London—Pye, Ltd., unveiled a 
complete television broadcast- 
ing unit which it is selling as a| 
package for $47,600. Equipment | 
includes studio, control room, | 
telecine, transmitters, masts and 
aerial. Range is about 10 miles. | 
Unit is designed for small com- 
munities which may be unable to 
afford full-scale installation. 


to only a small proportion of the 
state’s purchases. They consist 
mostly of pipe and steel plate 
from Japan, wire fencing from 
Germany and Belgium, optical 
equipment from Germany and 
Japan and some typewriters from 
Italy and other European coun- 
tries. 

Still another buying practice 
was hit by State Atty. Gen. John 
J. O'Connell, who warned mu- 
nicipal corporations not to take 
undue advantage of a state law 
which permits a 5% preference 
on in-state purchases. 


ALUMINUM 
ANTIMONY 
ARSENIC 
ASBESTOS 
BISMUTH 
CADMIUM 
COPPER 


He declared that any attempt 
by a county, public utility dis- 
trict, fire protection district, city, 
or other municipal corporation 
to enlarge the scope of the exist- 
ing state statute (by ordinance or 
resolution) to give a 5% prefer- 
ence for residents of its locality 
would be contrary to the prin- 
ciple of competitive bidding. 

The purchasing division had 
ruled that the 5% preference 
should be limited to items on 
which local labor accounts for 
50% or more of the total pro- 
duction cost, 


FLUORSPAR 


GERMANIUM 
CONCENTRATES 


GOLD 
INDIUM 
LEAD 


MAGNESIUM 


MOLYBDENUM 
CONCENTRATES 


NICKEL SULFATE 


PLATINUM 
SELENIUM 
SILVER 


METALS 


SULFURIC ACID and 
SULFUR DIOXIDE 


TELLURIUM 


THALLIUM 
ZINC 


Japanese Set New Quota 
On Transistor Exports 


lokyo—Japan easing re- 
strictions on transistor radio 
exports by applying a new quota 
system to run for the remainder 
of 1961. 

The plan is a partial conces- 
sion to manufacturers and ex- 
porters who pressing the 
government to drop quotas en- 
tirely. The new plan is based on 
actual export volumes between 
Jan. 1, 1959 and Dec. 31, 1960. 
It has the effect of slightly in- 
creasing exports to the U.S. and 
Canada while greatly increasing 
them to the rest of the world. 


1S 


were 


the revised 
according to industry 
sources, is to export 11-million 
units of transistor radios to the 
U.S. and Canada this year against 
8-million last year. 


Aim 
plan, 


of 


quota 


Mining Interests Sold 


loronto—St. Joseph Co. has 
sold its interests in Brunswick 
Mining and Smelting Corp., Ltd., 
to a group of Canadian investors 
for $16,770,000. 

The purchasing group consists 
of Maritimes Mining Corp., 
Patino of Canada, Ltd., and 
Canadian industrialist K. C. 
Irving. 
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Foreign Perspective 


New York—Now that the battle of the Atlantic is over, mem- 
bers of the International Air Transport Assn. are pressing for 
agreement on new cargo rates for trans-Pacific flights. 

Object of the new proposals is to bring the weight-break struc- 
ture on the Pacific routes into line with the recently approved 
North Atlantic rate schedule. Specifically, it is proposed that new 
breaks be added at the 100 kilo level, at 1,000 kilos for east-to- 
west flights, and that the top break at the 10,000 kilo level be re- 
duced to 7,500. 

Meanwhile, shippers were studying the implications of the new 
Atlantic rate schedule, due to go into effect Sept. 1, which empha- 
sizes weight of a consignment rather than the specific commodities 
shipped. Under the present rate system, the tariff on a 3,300 Ib. 


shipment of three different types of commodities from New York 
to London would be determined this way: 


1100 Ib. at 45¢ per Ib.—$495 
1100 Ib. at 41¢ per ib.—$45! 
1100 Ib. at 52¢ per ib.—$572 
3300 Ib $1,518. 


After Sept. 1 the three commodities woula be combined under 
one general rate of 33¢/lb. and the entire consignment shipped for 
$1,089. 


Foodstuffs, spices and beverages 
Pharmaceuticals 
Cosmetics, perfumes and toilet articles 


Welland, Ont.—Atlas Steels, Ltd., has cut prices of its Keewatin 
tool steel by 55% on mill orders and 45% on orders from any of 
the firm’s six branch warehouses across Canada. Former level 
was about 65¢/lb. Keewatin is a cold work (Type 0-1) tool steel. 

— oe oe 


New York—A new financial reporting service, Jnformations 
Internationales, now is available to American Businessmen 
looking for up-to-date facts about European companies. 

The service consists of annual reports on over 800 West Euro- 
pean manufacturers, including about 160 American firms serving 


NEW YORK, July 17 —— IN THE 10-—DAY PERIOD 


ENDED JULY 14 ASARCO FILLED INDIVIDUAL ORDERS 
FOR 22 BASIC COMMODITIES. THEY RANGED FROM 


25 GRAMS OF HIGH PURITY ARSENIC TO 2500 TONS OF 


LEAD. ASARCO ALONE AMONG WORLD PRODUCERS HAS 


ABILITIES AND FACILITIES TO EXTRACT, REFINE AND 


DELIVER SO MANY DIFFERENT BASIC MATERIALS. 


A continuous flow of detailed, ac- 
curate, up-to-date information about basic 
materials is indispensable to modern in- 
dustry. Who knows? How much is known? 
How fast can the information be obtained? 
On the quality of the answers often 
depends success for a product, a compo- 
nent, a system. 


Here is the wide range of Asarco’s 
products and no other company can ex- 
tract, process, refine and deliver so many 
materials so well on a daily basis: 


Aluminum alloys, antimony, arsenic, 
asbestos, bismuth, brass ingot, bronze (con- 
tinuous-cast), bronze ingot, cadmium, cop- 
per, fluorspar, fusible alloys, germanium, 
gold, high purity elements*, indium, lead, 
magnesium alloys, molybdenum concen- 


*Asarco’s High Purity Elements, including many 
containing impurities measurable only in parts per 
million, are used by industrial laboratories, uni- 
versities and government agencies at home and 
abroad for fundamental and applied research. 


trates, nickel alloys, nickel sulfate, plat- 
inum metals, selenium, sulfur, tellurium, 
thallium, zinc. 


Asarco’s vast accumulated knowledge 
of these materials is derived from con- 
tinuous fundamental and applied research 
in the fields of non-ferrous metals and high 
purity elements. And Asarco knows how 
its fund of knowledge of each material can 
best be applied to benefit the user. 


If you are planning a new product or 
re-designing one, call Asarco for assistance 
in producing it better, more economical- 
ly. Tap this source, too, to keep abreast of 
the constantly changing capabilities of 
non-ferrous metals, to improve your mate- 
rials efficiency and management. 


American Smelting and Refining Company 


120 Broadway, New York 5, New York 


the Common Market and Free 
Trade areas. Compiled by Societe 
D’ Editions Economiques et Fi- 
nancieres, Paris, and Verlag Hop- 
penstedt, Darmstadt, West Ger- 
many, the reports are distributed 
in this country by ERC Inter- 
national, Inc., New York, at an 
annual subscription rate of $180 
for the first year and $150 for 
subsequent years. 


Tokyo—Russia, continuing its 
drive for more trade with Free 
World nations, has signed a con- 
tract with the Japanese govern- 
ment to hold a trade fair in this 
country for the first time. The 
fair will be held in Tokyo from 
Aug. 1 through Sept. 4. 


Bonn—The rapid growth of 
German chemical exports, which 
continued for almost two years, 
now is slowing down consider- 
ably. First quarter exports were 
valued at $400-million, only 6% 
above the same period in 1960, 
while the corresponding 1959-60 
increase was 24%. According to 
early reports, the declining trend 
continued in April. 

The German chemical industry 
attributes the “stagnation” to 
the Deutschmark revaluation in 
March and to fiercer competition 
—especially from U.S. firms. 
German manufacturers also say 
their exports have been hurt by 
the American decision to tie ICA 
grants to underdeveloped coun- 
tries to purchases from the U.S. 
In retaliation, they suggest a simi- 
lar tie for German development 
aid. 

. ” * 


Ottawa—Domestic air parcel 
post rates will be reduced an 
average of 17% on Sept. 1. In- 
ternational air rates on parcels 
also will be cut sometime in 
August, but rates on parcels sent 
by ship will be increased due to 
higher costs, Postmaster General 
William Hamilton announced. 


Tokyo—Spurred by transistor 
radio exports to the U.S., Japa- 
nese exports of batteries to 
America are mounting rapidly. 

A spokesman for the Japan 
Battery Assn. said exports to the 
U.S. rose from $400,000 worth 
in January to $800,000 in April 
—twice as great an increase as 
took place in the corresponding 
months of last year. The battery 
industry in Japan now is capable 
of producing about 3-million 
units per month, he added. 


Washington — The Kennedy 
Administration is pushing ahead 
on its plan for an international 
cotton textile trade agreement 
that would ultimately result in 
higher, rather than lower, U.S. 
imports. 

Under the formula backed by 
the Administration, the U.S. and 
other major industrial nations 
would agree to admit imports 
amounting to about 6% of their 
domestic production during the 
first year of the pact. This means 
U.S. imports would be held to 
about the 1960 level to stazc. In 
subsequent years, however, ‘m- 
ports would be increased on an 
absolute basis and perhaps also 
as a percentage of domestic con- 
sumption. 

The U. S. will attempt to obtain 
such an agreement at a meeting to 
be held in Geneva next month 
under the auspices of the General 
Agreement on Tariffs and Trade. 


Profitable Reading for P. A.’S Follow-Up: 
Letters & Comment 


Properties and Selection of Metals. 
Published 
Society Metals, 
1,300 pages. 


Edited by Taylor Lyman. 
by 
Noveity 
$30 

More than 1,300 metal special- 
provide answers to your 
metals selection problems—dis- 
cussing cost, availability, fabrica- 
bility, strength vs. weight, etc.— 
in this newest edition of the basic 
work on metals selection. 

Major processing factors are 
also covered on selection for 
economy in machining, selection 
of low-carbon steel sheet form- 


American for 


Ohio., Price: 


IStS 


ability, deep-drawing and porce- 
lain enameling—to mention just 
some of the highlights. Many of 
the articles in this edition dealing 
with metal selection for specific 
properties are entirely new. 

The information-packed sec- 
tion on stainless steels now pro- 
vides ample coverage of all stain- 
less steels (cast and wrought), 
including the more recently de- 
veloped _ precipitation-hardening 
alloys. Aluminum, copper, and 
the other major nonferrous met- 
als are discussed in 367 pages, 
which include 1,680 _ illustra- 


tions. The section on tool mate- 
rials contains performance data 
on tool life and economy in pro- 
duction, along with articles on 18 
specific types of tools. 

For realism in relation to prac- 
tice, the handbook presents over 
1,500 “case method” examples of 
materials selection — comparing 
them in actual use with alternate 
materials. 

This revised edition is the first 
volume in a series that will ulti- 
mately cover all branches of 
metals engineering and metal- 
working. 


U. S. Holding Its Own 
Washington, D. C. 


Much is made of the large 
number of foreign exhibitors at 
the recent Annual Tool Exposi- 
tion of the 
Tool & Manufacturing Engineers 
(PW, June 5, 61, “Imported Ma- 
chine Tools Gaining Ground in 
US.,” p. 22). 

Surely, your excellent publica- 
tion knows that the National Ma- 


2 AM... 


but cost of possession 
never sleeps 


The most dormant looking thing in the world is a pile 
of steel in storage . . . yet it is as active as a bucket 


of worms! 


Your money is tied up... and costs go merrily on. 
High local taxes. Scrap losses from inefficient utiliza- 
tion of obsolete sizes or gauges of steel in inventory. 
Capital pinned-down by steel inventory could better be 
at work as income-earning investment. 


Here’s an ideal solution for most steel users... 


Use the complete stocks of your nearby steel service 
center just as if they were your very own. Convenience 
and availability are augmented by other economies. 
Plus, of course, the variety of first-step processing 
services which many centers are tooled-up to provide. 


To help your production and cost accounting people 
in figuring the true cost of steel stocks, ask your steel 
service center salesman for the booklet, What’s Your 
Real Cost of Possession for Steel? Or write to Steel Service 


Center Institute. 


COST OF POSSESSION ...fo determine your own cost of 


possession for steel in inventory, considvr all these factors: 


Cost of capital: 


Cost of operation: 


inventory, space, equissment, 


space, material handling, cutting and 


burning, scrap and wastage, 


Other costs: obsolescence, insurance, taxes, accounting. 


YOUR STEEL SERVICE CENTER 


STEEL SERVICE CENTER INSTITUTE 


540-F Terminal Tower « Cleveland 13, Ohio 


Ld 
. 


Convenient to every steel user, steel service centers are 


or \ 
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STEEL 


SERVICE CENTER 
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for fast delivery | of steel in any type, form, and quantity. 
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American Society of 


chine Tool Builders’ Assn., repre- 
senting 90% of all domestic pro- 
duction, years ago decided, in the 
interest of economy, especially for 
smaller firms, to pass up the 
countless fairs and expositions 
and to exhibit only at the less 
frequent NMTBA expositions. 
Therefore, it is not surprising that 
foreign-made machine tools out- 
numbered their American coun- 
terparts at the recent ASTME 
exposition. 

The acid test is the official im- 
port-export figures. They would 
indicate whether foreign-made 
machine tools are gaining ground 
in the United States. 

The truth is that American ma- 
chine tool builders are holding 
their own, and that while there 
has been some increase in im- 
ports in recent years there also 
has been an increase in exports; 
and, that on balance, there is no 
evidence that foreigners are cap- 
turing the United States tool mar- 
ket. 

The truth is the United States 
maintains a comfortable excess 
of exports over imports. Ameri- 
can exporters are meeting 
stronger competition from 
abroad, and there is urgent need 
to modernize the American pro- 
duction lines. 

The official record shows that 
imports of machine tools (cutting 
and forming) were valued at: 


$24,570,793 in 
$36,468,742 in 
$28,104,621 in 
$32,460,975 in 
$35,655,574 in 


Exports for the 
were: 


1956 
1957 
1958 
1959 
1960 


same years 


$66,052,416 in 
$69,975,327 in 
$50,155,510 in 
$43,170,302 in 
$76,149,921 in 


Arthur Hachten 
National Machine Tool 
Builders’ Assn. 


1956 
1957 
1958 
1959 
1960 


Auctions 


Milwaukee, Wis. 

In one or more past issues you 
have included a feature titled 
“Auctions.” This feature gave 
products at auctions around the 
country and was very helpful to 
us. 

Is it your intent to repeat this 
feature periodically, and—if so— 
what is the schedule so we can 
watch for it? 

W. E. Pritchard 
Director of Purchases 
Kearney & Trecker 


@ This is a standard feature that 
usually appears in either the 
second or third issue of each 
month. Timing is somewhat de- 
pendent on when the auctions 
are held and prices become 
available. 


To Our Readers 


This is your column. Write 
on any subject you think will 
interest purchasing executives. 
While your letters should be 
signed, if you prefer we'll 
publish them anonymously. 

Send your letters to: “Fol- 
low-Up,” Purchasing Week, 
330 West 42nd St., New York 
36, N. Y. 
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Industry News in Brief 


Super-Rib in Production 

Wheeling, W. Va.—Whceeling 
Steel Corp. is now in commercial 
production of its new Super-Rib 
steel roof deck on a continuous 
painting and forming line at its 
Beech Bottom, W. Va., factory. 

The company said the new line 
will meet a broader range of roof 
deck specifications and that sev- 
eral of the shapes can be adapted 
to metal sidewall building con- 
struction. A wide variety of paints 
are applied to meet customer re- 
quirements. 


Northo Starts Production 


Plainsfield, Ohio — Northo 
Chemical Co., a brand new firm, 
has started production of fat and 
oil-based chemicals at its still un- 
completed plant here. 

Northo said it will make 
hydrogenated oils, fatty acids, 
fatty alcohols, fatty acid esters, 
edroxy compounds, and other 
chemicals from tallow and soya 
bean oil, castor oil, and other in- 
dustrial and edible fats. 


Cadre Forms Subsidiary 

Dallas -— Beta Instruments 
Corp. has been formed here as 
a subsidiary of Cadre Industries 
Corp., Endicott, N.Y. Beta will 
engage in research and develop- 
ment, with the parent company 
manufacturing the electronic 
products. Priority will be given 
to design of a line of highly spec- 
ialized quality control and test 
instruments for use by manufac- 
turers of solid state components. 


‘RIQAP’ Award Given 


Rochester, N.Y. — Electronics 
Div. of General Dynamics Corp. 
received the Signal Corps’ 
“RIQAP” award aimed at reduc- 
ing the amount of end-product 
inspection by the government. 

The initials stand for “Re- 
duced Inspection Quality Assur- 
ance Plan”, and the award is 
designed to encourage better con- 
trol practices and policies among 
manufacturers. 


Enters Hospital Market 


Chicago—Cenco Instruments 
Corp., primarily a manufacturer 
of scientific equipment for 
schools and colleges, has moved 
into a new market with the acqui- 
sition of Mills Hospital Supply 
Co., which makes and distributes 
a broad line of hospital and surgi- 
cal equipment. 


Wolverine Tube Distributor 


Allen Park, Mich.—Calumet 
& Hecla, Inc., has appointed 
Whitehead Metals, Inc., New 
York, to handle distribution in 
11 Northeastern states of the 
titanium and zirconium tube and 
rod made by its Wolverine Tube 
Div. 


Custom Mixing Supplies 

Philadelphia— Armour Alli- 
ance Industries has opened a new 
plant here which will do custom 
mixing and blending of non-food 
liquids and granular materials for 
other companies. In addition, the 
plant will turn out a limited line 
of Armour chemicals. 


Emeco Adds Wood Line 


Hanover, Pa.—Emeco Corp. 
has expanded its product line by 
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acquiring Standard Furniture Co., 
Herkimer, N. Y., a producer of 
wood office furniture. Emeco, 
which up to now has specialized 
in making aluminum and steel 
office chairs, said it will operate 
Standard as a division. 


Fryco Joins Beryllia 
Scottsdale, Ariz.—Fryco Co. 
has been named technical sales 
representative for National Beryl- 
lia Corp. in Arizona and New 
Mexico. Fryco will handle Na- 


tional Beryllia’s line of beryllium 
oxide standard ceramic products 
and specially engineered shapes. 


Cerro Looks to Oregon 

New York—Cerro Corp. has 
obtained an option on a possible 
site for a primary aluminum 
smelter at Wauna, Ore., 42 miles 
upstream from the mouth of the 
Columbia River. Cerro said it is 
investigating the feasibility of 
erecting a 55,000 ton capacity 
plant on the site. 


NEW FOUNDRY: Bronze casings for water meters are made around 
sand cores, left, at new Neptune Meter Co. facility in Maspeth, N. Y 
Cores are put in molds, taken to pouring area by conveyor in rear. 


When fastenings fail... 


When so much literally hangs on a bolted connection— 
as in this swing—the importance of a single nut becomes 
dramatically clear: If the nut lets go, tragedy! 

In a sense the same is equally true of complex and 
costly products like farm equipment, washing machines, 
computers—or any other product you make that is sub- 
ject to vibration when it is operating. 

If your customers can’t count on critical connections 


staying tight under punishing field conditions—and, even 
should the actual damage be slight—if they’re faced with 
failure and expensive downtime because a nut lets go 
—you’ve had it when it comes to reorders! 

The moral is clear. You simply can’t afford to have 
your product's reputation for reliability ruined by fasten- 
ers that can’t be relied on. 


it may 
be your product’s 
reputation 


SS » ae oo ae) 


that 
suffers most 
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For more than 20 years, many of America’s top manu- 
facturers have relied on Elastic Stop® nuts to protect 
their product’s reputations. They’ve learned that Elastic 
Stop nuts with their exclusive nylon locking inserts 
simply will not work loose! Not under the toughest im- 
pact, shock or vibration! Never! They stay put to give 
your product low cost insurance against fastener failure 
—the kind of insurance you can’t afford to be without! 

When you remember that reorders are written in your 
customers’ maintenance records, you'll want to see how 
these leading companies protect the good name of their 
products with Elastic Stop nuts. Write for our interesting 
Bulletin No. 5901 Dept. S46-719, Elastic Stop Nut Cor- 
poration of America, 2330 Vauxhall Road, Union, New 
Jersey. 


for the ring 0 of relrability 
ELASTIC STOP NUT CORPORATION OF AMERICA 
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HEADING THE ST. LOUIS ASSN. 
1961-62 officers are: (seated, 
l-r) Henry F. Shield, Sporian 
Valve Co., Ist v.p.; F. A. Biller, 
pres.; J. M. Darrow, Universal 
Match Corp., nati. dir.; Harold 
Kramer, Wagner Electric Corp., 
2nd v.p.; (standing) D. E. Short, 
International Shoe Co., exec. 
board member; G. L. Often, 
Nordberg Mfg. Co., treas.; Nor- 
vel N. Martens, Falstaff Brewing 
Corp., sec.; H. Clifford Brown, 
Joy Mfg. Co., and Arnold G. 
Vedder, Crown-Zellerbach Corp., 
both exec. board members. 


Sperry Rand Corp. and Suppliers 
Share Viewpoint on Cost Reduction 


Phoenix, Ariz.—A campaign 
by Sperry Rand Corp. to cut 
production costs has shifted into 
high gear, with the various com- 
pany divisions following the lead 
of Sperry Gyroscope in holding 
cost reduction seminars for their 
suppliers. 

In the latest, over 150 top 
executives, together with repre- 
sentatives of the Army, Navy, and 


Air Force, attended the second in 
the series of meetings, which was 
held here at Sperry Phoenix Co. 


house on wheels! 


Interstate Systems comprehensive service 


can help you minimize inventories — safely! 


@ Consider this. In America’s industrial 
heartland, where more than 80% of the 
nation’s productive capacity is con- 
centrated, Interstate System moves 
more freight than any other motor 
carrier in the business. Service is swift, 
safe and dependable -—- direct, single- 
line, with one-carrier responsibility. 


Grand Rapids, Michigan 


Canadian Offices: Toronto, Montreal 


To you, this means effective inventory 
control. Inventories can be minimized 
safely; your investment in unproductive, 
costly storage space and stock reduced 
correspondingly; and your purchasing 
power will be freed-up for more effec- 
tive, advantageous use. Savings can be 
significant. We’re in the Yellow Pages. 


INTERSTATE SYSTEM 


MORE THAN A TRUCK LINE 


-A TRANSPORTATION SYSTEM 
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Officials of the division, which 
makes electronic aviation equip- 
ment, spelled out the problem of 
costs with simple logic. Their 
line of argument went this way: 

@ Tightening competition in 
the commercial aircraft equip- 
ment field, together with strong 
military demands for maximum 
value per dollar spent, make it 
essential that costs be reduced. 

@ Only half of the cost reduc- 
tion job can be done by Sperry 
Phoenix itself, since roughly $16- 
million of the division’s $30-mil- 
lion annual business is spent di- 
rectly on purchases of goods and 
services from other firms. 

@ Therefore, it is up to the 
suppliers to do the other half of 
the job. 

Some Results 

To show its suppliers what can 
be done, Sperry Phoenix out- 
lined for them the results of some 
of its own programs. 

For example, Robert B. Roe, 
operations manager, said those 
companies with EDP setups 
should consider changing over to 
more modern and faster com- 
puters. Sperry Phoenix now is 
shifting its tab operation from a 
Univac 120 to the new Univac 
Solid State 90. For one produc- 
tion control operation dealing 
with 13,000 parts, the company 
expects the change to reduce 
processing time from 500 to 120 
hours per month—for a saving 
of about $4,000 each month. 

“Selection of successful bid- 
ders no longer can be made 
simply by comparing prices,” 
Roe declared. “Such factors as 
cost analysis of labor, materials, 
overhead and profit must be con- 
sidered as well.” But, he empha- 
sized, “We are asking nothing of 
our suppliers that we are not ask- 
ing of ourselves.” 

Orne Hiscox, division manu- 
facturing manager, told the sup- 
pliers that the key to any success- 
ful reduction in over-all costs is 
a “full-time” value analysis 
program. 

“In the past, many of our 
products were subjected to the 
usual product cost reduction 
committee approach, and we got 
savings of 5% to 10%. Today 
that is not enough and we know 
that reductions of 20% to 40% 
are possible through a well or- 
ganized value program,” he said. 

The meeting was summed up 
by Percy Halpert, manager of the 
Sperry Phoenix Co., who listed 
some things suppliers must not 
do, even if they seem to reduce 
costs. 

“Don’t make piecemeal or 
multiple shipments,” he said. 
“Don't let quality slip, and don’t 
bog us down with late deliveries. 
And above all, don’t fail to pass 
along a major portion of your 
savings in lower prices.” 


Illinois Sales Tax Rises 


Chicago—lIllinois will extend 
its state sales tax to cover con- 
struction materials. The rate will 
be set at the 3% level of the 
former retail sales tax, which was 
upped to 342%. 

The new tax goes into effect 
July 16, but materials bought to 
fulfill contracts signed before that 


‘date will not be taxed regardless 


of when they are actually pur- 
chased. 
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Scrap Metal Tags Show Mixed Summer Trend 


(Continued from page 1) 
export and vacation 
scheduling domestic _ steel 
mills. 

But the decline has been quite 
moderate. That’s because less 
scrap is being generated by auto- 
mobile manufacturers and other 
steel fabricators. Result: Only 
about $1-$2/ton drops in most 
areas. 

Industry analysts see prices 
going up by fall, and the rise 
could be a steep one if steel de- 
mand revives quickly. Further 
price firming pressure could come 
from Japanese fourth quarter or- 
ders, if they boost their buying 
above the million tons they pur- 
chased for third quarter delivery. 


interest 


by 


@Copper and brass scrap: 
Copper scrap quotes have zig- 
zagged down some 8% to 9% 
from late May highs. Brass scrap 
prices have eased to a lesser ex- 
tent. A slowdown in Japanese 
scrap buying is playing an im- 
portant role in this tag weakening. 

“They've cut down for two 
reasons,” explained one Eastern 
brass ingot smelter and scrap 
dealer. “First of all they realize 
their previous heavy buying was 
raising scrap costs to themselves; 
and secondly, they were making 
scrap so scarce that considerable 
American political pressure was 
brought to get them to cut down 
their orders.” 

Recent political action—re- 
ducing the duration of export li- 
censes for copper and copper al- 
loy scrap from six months to 
three months—also has cut down 
the speculative copper and brass 
scrap buying which had been bol- 
stering these prices, dealers say. 

Brass scrap softness is deepen- 
ing the chronic price shading in 
brass and bronze ingot—espe- 


SEARCHLIGHT SECTION 


CLASSIFIED ADVERTISING 
EMPLOYMENT OPPORTUNITIES 
BUSINESS OPPORTUNITIES 
EQUIPMENT—USED or RESALE 


WANTED FOR EXPORT—USED 


Complete Power Plants 
High Pressure Boilers 
Turbo-Electric Generators 
Diesel-Electric Generators 
Hydro-Electric Generators 


OFFERED—-NEW 


Factory new Turbo-Electric Generator 
22,000 K.W. 13800V, 3 ph. 60 cy. 
RPM, 850 PSIG, 900°F. New Boiler to 


match. 


TRACTORS FOR EXPORT, INC. 
170 Broadway, New York 38, N. Y. 
OUR 20TH YEAR. 


FOR SALE 


WILCO Machine Works ‘Teepee” 
model No. 525, Industrial and Mu- 
nicipal Refuse Burner, complete and 
ready for installation; overall height 
57'3"; base diameter 52’6"; base 
area 2165 sq. ft. Never Used. Write: 


T. J. Forde, Purchasing Agent 
City of Newton 
Newton 59, Massachusetts 


Bow No. 
Send 
P.O. 


ADDRESS BOX NO. REPLIES TO: 
Classified Adv. Div. of this publication. 
to office nearest you. NEW YORK 36: 
Bor 12; CHICAGO 11: 645 N. Michigan 
Ave.; SAN FRANCISCO 11; 255 California 
St. 


POSITION WANTED 


Buyer. 31. Experienced in specification 
writing and buying office supplies, auto- 
motive and audio-visual equipment, 
plumbing, electrical, and hardware. Will 
relocate. PW-7056, Purchasing Week. 
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cially in the 85-5-5-5 group 
where lesser amounts of high 
cost tin are used than in other 
ingot grades. But this heightened 
discounting is only temporary, 
according to most industry ob- 
servers. A sharp fall business 
pickup is expected to firm copper 
and brass scrap tags quickly. 


@ Zinc scrap: Prices paid by 
zinc scrap dealers are firming 
slightly in anticipation of higher 
prime zinc prices before the year 
is out. Bullish price statements 
by industry leaders, continued 


cutbacks in mine production, and 
industry political pressure for 
subsidy arrangements and import 
restrictions—all are having an 
effect on prices despite the fact 
that demand is quite slow. 

“The way the nickel price in- 
crease struck like lightning,” said 
one scrap dealer, “has put every- 
one on their toes. You'll see a 
more definite hike in scrap zinc 
prices as soon as Comex and the 
London Exchange show a spurt in 
trading volume for prime.” 


®@ Aluminum scrap: The pros- 
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for Profit! 


The NEW Phillips 


POZ-I-DRIV 


a revolutionary new fastening development. 


In 1933, American Screw Company gave industry the 
famous Phillips cross-recessed head, a fastener design 
that revolutionized assembly operations. And now, 
American presents the new POZ-I-DRIV fastener 
recess and driver . . .a development that offers signifi- 
cant reductions in assembly time and costs, increases 
fastening strength, improves product appearance and 
performance, and boosts profits. 


AMERICAN 


SCREW 


COMPANY 
Leader in Fastener 


Development 


Since 1838, American has 
been making important con- 
tributions to industrial pro- 
gress by the continued 
development of new and 
better threaded fasteners. 
Here, for example, are 3 
recent developments by 
American Screw Company: 


SCREWSTICK.... consists 
of machine and fluted thread- 
cutting screws in “stick” form. 
Used with automatic-feeding 
driving tools, they can be applied 
as fast as the operator can posi- 
tion the assembly. Available in 
steel, brass, aluminum, nickel sil- 
ver and stainless steel alloys. 


TORQ-SET... . designed for 
the expanding needs of super- 
sonic aircraft, 
electronic components, where 
maximum wrenchability and reli- 
ability are of prime importance. 
Recess design eliminates bur- 
ring that would interfere with 
laminar flow. 


pect of possible tag hikes in pri- 
mary aluminum also plays a part 
ie recent strengthening of dealer 


buying prices for the scrap ma- 
terial. But industry analysts feel 
|that a more important reason is 
|dealer anticipation of a demand 
| surge in August. 

“Right now,” commented one 
aluminum expert, “secondary 
|aluminum smelters are shutting 
down for vacations, but they ex- 
pect to be well on their way to 
| stepped-up production schedules 
by mid-August. And dealers are 
laying in more of the scrap so 
they can be ready for them.” 


@ Nickel scrap: Tags shot up 
8% to 12% for nickel and monel 


My, 


scrap following the Inco increase 
of 7%¢/lb. for refined nickel. 
The immediate outlook is for a 
more gradual rise in these scrap 
prices as their demand—gener- 
ated by the higher cost of the pri- 
mary metal—continue to expand. 


@Tin scrap: This category is 
| having the steepest price climb of 
|all scrap materials. Since the end 
|of the first quarter dealers have 
hiked their buying quotes 20% 
to 25% for block tin and such 
tin-bearing items as solder joints. 
The impetus comes not only from 
the steep uptrend in primary 
metal tags, but also from a long 
continued decline in tin scrap 
generation. 


Cir ‘ 


The new POZ-I-DRIV recess is similar to the Phillips 
design, but provides greater driving area with reduced 
recess depth. This combination produces several 
significant advantages, including: 


i. 


GREATER TORQUING ABILITY . . . making it possible 


to drive threaded fasteners tighter at continuous pro- 
duction speeds because of reduced operator fatigue. 
BETTER DRIVER-RECESS ENGAGEMENT... practically 
eliminates cam-out, reduces bit wear, prolongs bit life. 


INCREASED DRIVING AREA. . 


stability permits shallower 
increased head strength. 


IMPROVED AXIAL ALIGNMENT 


. with better driver 
recess resulting in 


. and positive bit 


engagement permit 90° offset driving. 


COMPLETE COMPATIBILITY ... 


bits for field service. 


missiles and 


with present Phillips 


TRI-WING.. .a tamper-proof 
fastener, which is virtually im- 
possible to remove without mat- 
ing tool. Designed for maximum 
security against tampering or 
pilferage. With high torquing 
characteristics for applications 
requiring extreme strength or 
vibration resistance. 


AMERICAN SCREW COMPANY 


WILLIMANTIC, 


CONNECTIC 


A Division of NOMA LITES, INC. 
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Product Perspective 


OMPUTERS are starting to give industry a hand in wading through vol- 

umes of published information and coming up with the specific data 
desired. The largest and most sophisticated information retrieval system in 
the U. S.—recently opened at Western Reserve University—specializes in 
developments in the metals field. 

Principle of this new 
field of information re- 
trieval is to feed all 
known information on 
a general subject into 
the memory of a com- 
puter, then ask the 
computer specific 
questions and get the 
pertinent data printed 
out in neat tabular 
form. The initial West- 
ern Reserve setup was 
sponsored by the 
American Society for 
Metals, but other proj- 
ects are in the works 
for the National In- 
stitute of Health, 
American Diabetes 
Assn., and the U. S. 
Dept. of Health, Edu- 
cation and Welfare. 
The American Chemical Society has begun its own service, and DuPont and 
Minnesota Mining & Mfg. have established company programs. 

@®WRU’s Center for Documentation and Communication Research, the 
group handling the AMS work, has developed methods for the analysis, 
encoding, and machine searching of all metals literature so that the interested 
company will be kept currently and continuously informed of everything pub- 
lished in the world on problems that are of particular interest to it. 

Industry experts see a fantastic growth ahead for information retrieval, as 
business tries to absorb the essential data in the 2,000 pages of technical and 
semitechnical material published each minute of every day. These same 
techniques may give purchasing agents a hand some day—a centralized 
product information file for hard-to-locate items is one definite possibility. 

@ The Western Reserve installation marks the first time that a computer 
has been used full time for information retrieval. Heart of the system is a 
GE 225 general purpose machine that was developed with literature search- 
ing in mind. The computer permits picking any single piece of information 
out of the file in 18 millionths of a second. GE has also developed specialized 
programs for the retrieval work. 

The AMS program is by far the most advanced in the U.S. Western 
Reserve already has 60,000 to 65,000 articles abstracted, coded and stored 
on magnetic tape. Additions are being made at 30,000-35,000 a year rate. 
The metals society is offering three services to subscribers: a bi-weekly search 
of new literature abstracts which have been added over the preceding two- 
week period ($50 a month); an annual retrospective search of new literature 
($200 a year); or a complete magnetic tape file of all abstracts to date 
($10,000 a year). 

@Here’s how 
a typical prob- 
lem is handled: 

INPUT: Sev- 
eral human tasks 
must be per- 
formed _ before Request 002 
the machine can 379223 
take over the 400278 
job of searching. 
First, the world’s 
literature on the 
subject must be ANSWER is typed out in plain English. Complete 
analyzed (WRU abstracts also can be obtained from machine. 
scans more than 2,000 publications continuously). The articles are abstracted 
by scientists who understand both the subject matter and the foreign language 
in which many of the articles are written. More than 50 abstractors work at 
the Western Reserve center. 

Two types of abstracts are written: one in ordinary English that can be 
read by anyone familiar with the subject, the other in “telegraphic” style. 
The telegraphic-style abstract is then translated into a symbolic code that 
can be read by the GE 225 computer. 

OUTPUT: Questions come into Western Rese:ve from subscribers on 
specific areas. One user, for example, might ask, “V’hat technical data on 
recent improvements in die casting has appeared in the past year?” All 
incoming questions are analyzed and transferred into machine language 
similar to symbolic code used in writing the abstracts. 

The coded request is put on punch cards and fed into the computer—as 
many as 50 questions can be handled at one time. The GE 225 searches 
through its memory at the rate of 100,000 articles an hour, printing those 
items which contain the desired information. 


Request 001 
How many documents in the file 
were published in 1957 and 1958 
pertaining to the development 
of chlorinated hydro-carbons 
or other halides containing 
chlorides, but not halogenated 
hydro-carbons? In 1959 and 1960? 
Request 002 
What are the document numbers 
for papers written on electrical 
motors or other propulsion 
devices employing the principle 
of virtual displacement or 
rotating electro-magnetic 
fields within the standard 
table values? 


REQUEST like this comes from a subscriber and is 
fed to the computer in special symbolic language. 


Request 001 
1957 and 1958 23 


1959 and 1960 341 
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Photocopy Machine 
Has Low Silhouette 


Silver-transfer-type photocopy machine 
has a low (4% in.) silhouette and is 
available in beige, red, white, yellow, or 
green. It produces black and white copies 
of anything drawn, printed, typed, written, 
or duplicated, and accommodates papers up 
to 9-in. wide by any length. The machine 
works on a 115-v. motor and has one 14-w. 
fluorescent bulb as a light source. 

Price: $99.50. Delivery: immediate. 

A. B. Dick Co., 5700 W. Touhy Ave., 
Chicago 48, Ill. (PW, 7/17/61) SIC +3861 


Twine Pack 
Feeds From Center 


Coreless tube of twine feeds from the 
center so that it will not tangle, unravel, or 
unwind, and will remain clean. The twine 
is available in large and small tubes of jute, 
sisal, or cotton. The individually wrapped 
tubes are packaged in heat-shrunk skin 
packs that are dustproof. 

Price: 69¢ (555-ft. sisal tube). Delivery: 
immediate. 

John H. Graham & Co., Inc., 105 Duane 
St., New York 8, N. Y. (PW, 7/17/61) 

SIC +2298 


Portable Bin 
Stores Electronic Parts 

Storage unit consisting of carrying case 
and removable trays of polyethylene pro- 
vides easy portability of electronic parts. 
Bins can be used individually or with the 
case and are available with one, two, three, 
or four compartments. The case has a carry- 
ing handle and clear front panel for dust 
protection. 

Price: $6.60 (case) and $1 (each tray) in 
lots of 100. Delivery: 1 wk. to 10 days. 

Highland Products, Inc., P. O. Box 91, 
Dover, N. J. (PW, 7/17/61) SIC +3679 


Microvolt-Ammeter 
Has 100-mv. to 1,000-v. Range 


D.c. microvolt-ammeter and amplifier 
provides full-scale ranges from 100 mv. to 
1,000 v., in 15 voltage ranges, and from 1 
millimicroamp. to 1 amp., in 19 current 
ranges. Feedback design assures high-in- 
put impedance and stability; up to 84 db of 
over-all negative feedback is applied to the 
input. 

Price: $750. Delivery: 1 wk. 

Cohu Electronics, Inc., Kin Tel Div., 
5725 Kearny Villa Rd., Box 623, San 
Diego 12, Calif. (PW, 7/17/61) SIC +3611 


Telephone Pickup Coil 
Eliminates Stray Hum 


Pickup coil eliminates high, stray hum 
pickup levels when used with high im- 
pedance input recorders, 2mplifiers, and 
dictating machines when they are transcrib- 
ing telephone conversations. Unit is 24% in. 
long, % in. wide, % in. high, and is sup- 
plied with a 5-ft. cable. 

Price: $6.95 and $7.50 (with molded 
phone plug). Delivery: immediate. 

Microtran Co., Inc., 145 E. Mineola Ave., 
Valley Stream, N. Y. (PW, 7/17/61) 

SIC +3679 
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Recording Camera 
Encodes Microfilm Frames 


High-resolution, recording camera simul- 
taneously prints a code field—taken from 
an edge-punched input card—and docu- 
ment image onto microfilm frames. The 
planetary microfilming camera has strobo- 
scobic lighting with lighting fixture, re- 
cording camera, and filming table incorpo- 
rated into a 78-in. high unit, 38 in. wide 
and 30 in. deep. 

Price: $15,000. Delivery: 120 days. 

FMA, Inc., 142 Nevada St., El Segundo, 
Calif. (PW, 7/17/61) SIC +3861 


Posting Tray 
Holds 300 Sheets 


Portable posting tray with 3-in. filing ca- 
pacity holds forms from 6 in. x 11 in. to 
18 in. x 11 in. It holds about 300 sheets of 
payroll records, general ledgers, etc.; han- 
dles fold down to support the tray when 
open. The steel unit (available in seven mod- 
els) has a tan finish and a corrugated alumi- 
num base that keeps sheets from slipping. 

Price: $27 to $37.50. Delivery: 7 days. 

National Cash Register Co., Dayton 9, 
Ohio. (PW, 7/17/61) SIC +2522 


Microfilm Reader-Printer 
Maintains Focus 
Reader-printer accepts 16-mm. and 35- 
mm. microfilm in roll, aperture card, jacket, 
or film sheet form and enlarges and re- 
duces projected images without loss of focus. 
Two projection lenses provide magnification 
of 8 to 20 dia. and copies can be made in 
any size up to 11 in. x 14 in. in less than 
10 sec. 
Price: $3,600. Delivery: approx. 6 mo. 
Minnesota Mining & Mfg. Co., 900 Bush 
Ave., St. Paul 6, Minn. (PW, 7/17/61) 
SIC +3861 


Light Guard 


Resists Corrosion 
Light guard resists atmosphereic corro- 
sion and acid and chlorine vapors. It is 
molded from glass-reinforced plastic with 
an impact strength in excess of 10 ft. Ib./ 
in. of notch. The guard fits standard 4 tpi. 
mogul-threaded bases, is available for 
lamps of up to 300 w. 
Price: $3.25. Delivery: immediate. 
Keystone Engineering Co., 6310 Sidney, 
P. O. Box 14366, Houston 21, Tex. (PW, 
7/17/61) 
SIC +3079 


Form Burster 
Handles 11-in. x 15-in. Forms 


Manually operated units works without 
knives, slitters, or hammers to burst forms 
from 3 in. to 11 in. long in any width up 
to 15 in. A single knob automatically ad- 
justs the machine for both proper form 
length and feed tray setting. Unit base di- 
mensions are 31% in. x 18 in. 

Price: $225. Delivery: 3 to 4 wk. 

Tech Panel Co., Inc., 37 Milford St., 
Binghamton, N. Y. (PW, 7/17/61) 

SIC +3579 


Current Research 
and Development 


HOTOCOPY MACHINES under development in England are hitting 

high speeds that may make them pace-setters for the industry. Prototypes, 
the work of Imagic, Ltd., are turning out copies of typed and printed docu- 
ments and photographs at the rate of 50 every 30 sec.—at a cost of slightly 
over 1¢ for ten copies. Reproductions are made on a wide range of mate- 
rials, including glass and metal, in black (or another color) and white. 
Intense heat vaporizes a fluid film covering the document and condensation 
forms the pattern on copy paper. This is brought out by contact with 
carbon powder or another colored pigment. 


XENON LIGHT BULBS under development by Duro-Test Corp. re- 
searchers at the U.S. Army Engineer Research & Development Laboratories 
are proving to be the world’s most powerful. One prototype with a rated 
capacity of 8,000 w. projects its rays more than 50 miles, providing about 
300,000 lumens of light. The Xenon bulbs are expected to replace many 
carbon arc lamps—they will last up to 1,000 hrs., compared with two or 
three hour life for carbons in carbon arc lamps. The new bulb is slated for 
a range of military, space, and commercial applications. 


FUEL CELLS powered by natural gas will be supplying a substantial 
amount of electricity in homes and factories if scientists at Northern Natural 
Gas Co. and Houdry Process Corp. realize their goal. A joint research 
effort is aimed at developing such a cell to make electricity on the users’ 
property at costs significantly less than those of present sources. Natural 
gas lines would pipe the fuel into the cell where a catalytic mixture with 
air would produce electricity directly. Added advantage: Weather and 
storms couldn’t knock out power sources. 


CERAMIC MATERIAL with extremely high melting point—2,800 C— 
is under evaluation for electrical insulation purposes and as a heat-exchange 
medium in a wide range of high-temperature applications. A Minneapolis- 
Honeywell research team developed the translucent magnesium oxide, which 
has high strength and purity and comes within “2% of the maximum 
density possible.” When chemically polished, its strength is 45,000 psi., 
comparing with ordinary magnesium oxide’s 24,000 psi. 


TAILOR-MADE PLASTICS with properties you can order according to 
specific needs are predicted by a DuPont technician. Thermodynamic 
diagrams and molecular engineering are expected to turn the trick so that 
you can decide what you want a material to do, tell the plastics makers, 
and let them formulate it. 


ROADWAY SEAMS that stay level with concrete when it expands rather 
than pushing up and creating bumps may be just around the corner. Fiber- 
glass and concrete mixtures are being looked into as feasible seam fillers 
that will also reduce the chance of surface cracking. Arthur D. Little, 
Inc., is doing the research. 


ULTRA-HEAVY METAL under development in East Germany is alloyed 
with 1% to 4% copper to permit machineability. Five per cent nickel 
achieves density near theoretical limit. Reduced tungsten powder (60% 
of total content) is mixed in a ball-type mill with nickel and copper powders 
and machining by cutting or drilling takes place between initial and ultimate 
sintering stages. Primary application for the metal is in nuclear industries. 
Other intended uses are: fly-wheel elements in watches, gyro compasses, and 
contact points for high-capacity switch gear. 


As an example of the tremendous amount of diversification going on in 
industry's research and development programs today, consider the variety of 
fields into which General Electric researchers are delving: atomic energy; 
fuel cells and other new power sources; gas turbines and jet engines for com- 
mercial use; automation of industrial, commercial, and governmental opera- 
tions; electronic components such as transistors, diodes, and microcircuits; 
exploration of business potential for thermoplastic recording, and de-salting of 
salt water; space vehicles for scientific, military, and commercial purposes. 
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Price data that accompany each product description are list or 
approximated prices supplied by manufacturers. Unless otherwise 
noted, prices quoted are for the smallest quantity that can be ordered. 
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Your Guide to New Products 


Lift Truck 
Operates in 6-ft. Aisles 


Electric truck, available in 2,000-, 3,000-, 
and 4,000-lb capacity models, can be 
maneuvered in 6-ft. wide aisles. A single 
operating lever replaces a cluster of levers 
by combining controls for three speeds for- 
ward and reverse with the lifting and lower- 
ing of forks. Parts are easily accessible. 

Price: $4,546 (2,000 Ib.). Delivery: 6 to 
8 wk. 

Automatic Transportation Co., 149 
W. 87th St., Chicago 20, Ill. (PW, 7/17/61) 

SIC +3537 
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Oil Testing Kit 
Checks Engines 


Kit for oil testing is designed to check oil 
from all types of engines and deliver labora- 
tory-quality tests in the field in less than five 
minutes. Tests provide an oil analysis that 
tells the proper time to change oil and filter, 
and gives clues as to the internal condition of 
engines, reducing downtime. 

Price: $129.50. Delivery: immediate. 

Lengor, Inc., Box 126, Annapolis, Md. 
(PW, 7/17/61) SIC +3821 


Plastic Bumper 
Protects Glass Cylinders 


Safety bumper of polyethylene 
is available in six sizes to fit 
graduated glass cylinders of from 
25 ml. to 250 ml. Bumpers pro- 
tect cylinder rims and pourouts 
from the impact of accidental 
falls and keep cylinders from 
chipping when stored side-by- 
side. The plastic rings are cut on 
one edge for easy attachment and 
snug fit, and can be reshaped 
after repeated use by a slight 
warming. 

Price: 5¢ to 8¢/each. Delivery: 
immediate. 

Kimble Glass Co., Owens- 
Illinois Bldg., Toledo 1, Ohio. 
(PW, 7/17/61) 

SIC +3079 


Vibrator 
Has Clamp Attachment 


Detachable, air-powered vi- 
brator for use where occasional 
vibration is needed has a vise- 
like grip and clamps to any struc- 
tural member up to 4 in. thick. 
The unit can develop a force of 
over 1,000 lb. and operates on 
as littl as 30 psig. of air. Ad- 
justment of air supply regulates 
intensity and frequency of vibra- 
tion; at 60 psig. it delivers more 
than 1,700 vibrations per min. 

Price: $209. Delivery: immedi- 
ate. 

Cleveland Vibrator Co., 2828 
Clinton Ave., Cleveland 13, 
Ohio. (PW, 7/17/61) 

SIC +3569 
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Fluorescent Light 
Has Magnetic Base 


Fluorescent work light has a 
powerful magnetic base which se- 
cures it to equipment without 
bolts or screws to provide light 
wherever needed. It adjusts to 
any angle and the head rotates 
330 deg. to direct the light. Two 
4-w. bulbs deliver up to 500 ft. 
candles of white light and are 
held securely so as not to jar 
loose under the severest vibration 
conditions. 

Price: $14.75. Delivery: im- 
mediate. 

Stocker & Yale, Inc., 293 
Green St., Marblehead, Mass. 
(PW, 7/17/61) SIC +3692 


Order-Picking Truck 


Handles Two Pallets 


Rider type walkie-truck for or- 
der-picking applications is de- 
signed to handle two pallets of up 
to 48 in. x 40 in., each with a 
2,000-Ib. capacity. The electric 
truck is available with speeds of 
4.3 mph. or 6.5 mph. (2.8 mph. 
and 4.9 mph. with capacity 
loads). Stand-up operation with 
pushbutton controls or sit-down 
operation with foot controls is op- | 
tional. 
Price: approx. $4,000. De-/| 
livery: approx. 8 wk. 

Lewis-Shepard Products, Inc., | 
125 Walnut St., Watertown 72, 
Mass. (PW, 7/17/61) 

SIC #3537 | 
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Impact Wrench 
Accommodates '2-in. Bolt 


Impact wrench with 42-in. capacity comes 
in two models with ¥2-in. or %-in. drive 
square. It is pneumatically operated and 
has minimum torque reaction on the oper- 
ator. The hand tool is reversible and has an 
oil reservoir in the handle and an air strainer 
in the air inlet for efficient operation. 

Price: approx. $250. Delivery: Immedi- 
ate 


Airetool Mfg. Co., Springfield, Ohio. (PW, 


End Mill 
Has 3/16-in. Shank 


End mills, available in eight styles, have 
two or four flutes and *-in. shank dia. with 
end dia. ranging from ,'; in. to % in. Recom- 
mended for general purpose end milling and 
electronics and circuit board work, the mills 
are also suited for plunge cutting, slotting, 
contour cutting, and profiling on almost all 
materials. 

Price: $2 to $4.10/each. Delivery: im- 
mediate. 


7/17/61) SIC +3548 


R. I. (PW, 7/17/61) 


Easy to fabricate rid 


= 


Shear, form or weld A.W. Super Diamond with standard shop equipment. Pattern matches any angle. 


SUPER DIAMOND 


Easy to 6lean ... 


Sweep, hose or mop A.W. Super Diamond. Water drains off in all directions. No pockets to hold dirt. 


FLO Oo R PLATE 
NS 


‘ 53> a ~, 


Non-skid >. . ~ 


Write for Bulletin SD-S13 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. - STEEL PRODUCERS WITH THE CUSTOMER IN MIND 


DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia « New York e« LosAngeles « Boston « Atlanta 
Cincinnati « Cleveland « Detroit « Houston « Pittsburgh « Richmond « St.Paul « San Francisco « Seattle 
Montreal, Toronto and Vancouver, Canada: A. C. Leslie & Co., Ltd. 
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Brown & Sharpe Mfg. Co, Providence 1, 


SIC +3545 


Your Guide to New Products 


Electronic Timer 


Fits Industrial Controls 


Vacuum-tube, electronic timer 
designed for industrial control 
purposes permits precise time 
adjustments. Four timing ranges 


available are: 0.06 sec. to 1.2) 


sec., 0.6 sec. to 12 sec., 2 sec. to 
30 sec., and 6 sec. to 120 sec. 
Repetitive accuracy is better than 
+2% under fixed conditions. 
Over-all unit size is 442 in. wide, 
6 in. long, and 3 in. deep. 

Price: $37. Delivery: immedi- 
ate. 

Syracuse Electronics Corp., 
P. O. Box 566, Syracuse 1, N. Y. 
(PW, 7/17/61) SIC +3622) 


Electrode Box 
Controls Moisture Content 


Storage container is a control | 
unit which maintains welding | 
electrodes at  factory-specified | 
moisture content to protect | 
against moisture pick-up. Box | 
comes in two sizes to accommo- | 
date 14- or 18-in. rods and oper- 
ates from 115-v. a.c. or d.c. out- 
lets. By reducing electrode de-| 
fects it eliminates many causes of | 
improper welds, excessive clean- 
ing, and weld replacements. 

Price: $87.50 and $89.50. De- 
livery: immediate. 

W Corp., 1500 W. Third Ave., 
Columbus 12, Ohio (PW, 
7/17/61) SIC + 3623. 
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Back-Geared Presses 
Have Up to 25-Ton Capacity 

Back-geared presses are designed for deep 
draw and forming operations and punch 
press work requiring special feeding. They 
are available in six standard models with 
from 2- through 25-ton capacities. They de- 
liver slow (100 per min., standard), power- 
ful strokes and are easily changed from re- 
peat to nonrepeat action. 

Price: $195 (2 ton) to $1,847.50 (25 ton). 
Delivery: 22 wk. 

Alva Allen Industries, 1001-15 N. 3rd St., 
Clinton, Mo. (PW, 7/17/61) SIC +3542 


Drum Tumbler 
Has Hydraulic Lift 


Drum tumbler with hydraulic lift elim- 
inates the need for overhead hoists or fork 
lift trucks to position 55-gal. steel drums. 
The drum is placed on the lift platform in- 
side the holding clamps. When raised to the 
proper level for clamping, clamps are closed 
and locked around the drum and the plat- 
form lowered to permit drum rotation. 

Price: approx. $1,500. Delivery: 6 to 8 
wk. 

U. S. Stoneware Co., Akron 9, Ohio. 
PW, 7/17/61) SIC #3537 


M& KNOW WHERE YOUR CARGO IS NOW? You do if you specified Flying Tigers. Our 
nationwide teletype system pin-points your cargo from start to finish... door to door. 


= 


TIGERS CARRIES CARGO ONLY. Not after passengers and baggage are 


COURTEOUS. HELPFUL. On her toes. The Flying Tiger Customer Service girl booked. Your shipment is expedited all the way for fast, dependable 


~wy is ready to answer your questions about new low rates, schedules, routes. ~w door-to-door delivery. 


é 


FLYING 
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WHY PAY A MAXIMUM MINIMUM? If you ship 25 pounds of freight at 
a regular rate of 33¢ per Ib. between L.A. and N.Y. on other airlines, 
you have to pay their minimum weight rate based on 50 Ibs. At 33¢ 
per Ib., that’s $16.50. Tigers charges you only for actual weight or a 
minimum of $4.00, whichever is greater. In this case, you’d pay 
ww $8.25—a 50% savings! 

“& bo 


TIGER 


July 17, 1961 


PARR RRA RR 


% 


July 17, 1961 


Heat Sink 


Has Slim Jaws 


Heat sink of aluminum has slim jaws 
(4, in. wide) which allow insertion at hard- 
to-reach points. Three sizes available are 
1% in., 1% in., and 1% in. long. Jaw 
lengths are 5/32 in. Spring tension holds 
heat sink firmly in place so that it will not 
fall off when the work piece is angled. Flat- 
jaw design prevents damage to wires. 

Price: 29¢/each. Delivery: immediate. 

MacDonald & Co., 714 E. California, 
Glendale 6, Calif. (PW 7/17/61) 

SIC +3679 


THERE ARE NO 
CURVES IN THE SKY. 

q 0r tolls. Or hills. And 
Tigers fast, dependable 
air fleet flies above the 
storms. Specify Tigers — 
the Airfreight Specialist. 


WE’RE IMPORT 
SPECIALISTS, TOO. 

q We fly more in-bond 
imports (like silk) from 
more West Coast ports of 
entry than all other airlines 
combined. And we clear 
them through N.Y. customs 
faster, too! 


FAST 

OVERNIGHT 

FLIGHTS 

aboard Tigers’ giant > 
Super-H Constellations. 
With early morning 
arrivals, transcontinental 
shipments get the jump 
on competition. 


WE WOULDN'T BE 
WITHOUT 'EM. 

At both ends of the . 
airways they're revved up 
and ready to pick up 
and deliver your cargo to 
meet the deadlines 

you make. 


the only transcontinental airline 
specializing in airfreight 
—soon with Canadair 
Swingtail-44 Turbo-Prop Jets 
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Aluminum Truck 


Rolls Easily 


Lightweight aluminum truck with swivel 
casters permits easy movement with full 
load. Six platform sizes available range from 
24 in. x 48 in. to 36 in. x 60 in. with 1,200- 
lb. or 1,800-Ib. capacity wheels. Corner 
pockets at each end accommodate remov- 
able bar handles. 

Price: $111.30 to $156.60. Delivery: 
2 wk. ¥ 

Nutting Truck & Caster Co., 1201 W. Di- 
vision St., Faribault, Minn. (PW, 7/17/61) 

SIC #3537 


First Aid Kit 
Treats Burns 


First aid kit contains two 3-oz. 
aerosol spray cans which provide 
instant treatment for burns. The 
kit includes also two 24- x 72-in. 
gauze bandages and two 4-in. 
bandage compresses. The dust- 
proof and moisture-proof kit is 
| painted red and can be mounted 
|on the wall. 
| Price: $9.83. Delivery: 1 wk. 

Medical Supply Co., Rockford, 
Ill. (PW, 7/17/61) SIC #3842 


Flame-Resistant Coating 


Protects Combustible Surfaces 


Flame- and heat-resistant coat- 
ing can withstand more than 
/4,000 F to protect combustible 
surfaces. It is supplied in powder 
form, mixes with water, and can 
be applied by brush, spray, or 
dip. When exposed to heat or 
| flames, the layer bubbles to form 
a thermally insulating barrier. 
After a fire it can be washed from 
any surface and may be covered 
with rubber-base paint or enamel 
for permanent installations. 

Price: $25 (5-lb. container). 
Delivery: immediate. 
| Columbia Technical Corp., 
| Woodside 77, N. Y. (PW, 
| 7/17/61) SIC +2899 
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Product Briefs 


Cold dip dyes for uniform transparent 
coloring of most plastics and lacquered 
metals require no heating or mixing. They 
are brilliant in color and have improved 
fadeometer resistance. Vacuum metal- 
izers can use them to convert aluminum 
colors to brass or gold. Midwest Techni- 
cal Service, Box 61, Downers Grove, IIl. 


Trading stamp dispenser delivers 
stamps with the use of two telephone 
dials—one for dollar purchase and one 
for cents. Automatic counters on the non- 
electric unit audit the number of stamps 
dispensed for correlation with cash 
register. The dispenser handles $5,500 
in sales without reloading. Roto-Stamp 
Corp., 215 Market St., San Francisco 5, 
Calif. 


Fluid system for duplicating machine 
feeds directly from the original gallon 
container. A warning signal indicates 
when it is time to reload and the screw-on 


tube cap is then transferred to a new con- 
tainer. Ditto, 6800 McCormick Rd., Chi- 
cago 45,, lil. 


Drill sharpener attaches rapidly to any 
portable, electric drill and re-points ma- 
sonry and steel twist drills of up to /2-in. 
dia. in seconds. It requires no table or 
bench setup and also sharpens punches, 
chisels, screwdrivers, etc. SWG Corp., 
903 Wrightwood Ave., Chicago 14, Ill. 


Squeegee attachment for manufactur- 
er’s floor vacuum has a 30-in. spread and 
a 2-in. hose intake. It makes fast, wide- 
track pickup of any solution and mounts 
behind the rear wheels to eliminate wheel 
tracks. Breuer Electric Mfg. Co., 5100 
N. Ravenswood Ave., Chicago 40, Ill. 


Steam hose with high fatigue resistance, 
covered with bronze or stainless steel 
braid, is rated up to 250 psi. As a gen- 
eral service line it is rated up to 500 psi 
and 500 F. Sizes range from “%-in. male 


NEW WEST COAST FACILITY 


means factory-fast service on 


HIGH QUALITY CHAIN 


CM's New Factory Branch: 955 Indiana St., San Francisco 7 


Famous Herc-Alloy sling chains are 
now produced on the Pacific Coast 
and delivered with certificate of test, 
serial numbered tag and guarantee. 
Complete sling chain repair service 


is a specialty of this factory unit. 


HERC-ALLOY — the original alloy steel sling 
chain is still unmatched for quality. It 
is lighter without sacrificing strength. ..it is 
longer wearing and has high resistance to 
impact loading. Preferred by leading safety 
engineers for over 30 years. 


HAMMERLOK — the dependable “do- 
it-yourself” coupling link for making 
field assemblies...simple... safe. 


This new facility carries a complete 
stock of welded chain and attach- 
ments including Proof Coil, BBB and 


High Test...all bearing 


our exclusive 


embossed symbols indicating Make 
and Grade. Binding chains to meet 
Washington, Oregon and California 


state requirements are 


Available through leading distributors 


COLUMBUS McKINNON CHAIN DIVISION 


RUGGED. . DURABLE 


TONAWANDA, NEW YORK 


West Coast: 955 Indiana St., San Francisco 7 


stocked. 


COLUMBUS MCKINNON CORPORATION 


Phone: ATwater 5-0350 


Warehouses; Los Angeles, Portland, Salt Lake City 


Where Can | Buy? 


Some products are easy to locate, 
others difficult. Perhaps you can help one 
of our readers who knows exactly what 
he wants but doesn’t know where to get 
it. And keep in mind that you can make 
use of this PURCHASING WEEK Service at 
any time. 

While you are answering our reader's 
request, would you also send us a carbon 
copy of your answer? 

“We have been using standard brass 
hose nozzles (1% in. x 10 in.) in our 
fire protection hose reel cabinets. But 
each year quite a few of the metal nozzles 
are stolen because of the value of brass as 
scrap. Therefore, we are considering re- 
placing them with plastic nozzles. We 


pipe thread end fitting to a 1-in. male, 
pipe thread. Resistoflex Corp., Roseland, 
N. J. 

Pressure-sensitive protective paper has 
low tack for easy application and clean 
removal. It is translucent and markable 
to permit writing of directions and has a 
multidirectional stretch to allow it to 
stretch with the material to which it is 
attached while being bent or formed. 
Fasson Products, 250 Chester St., Paines- 
ville, Ohio. 


Thickness gage uses beta radiation to 
indicate or record thickness of sheet ma- 
terials of up to 12-in. wide. It is intended 
for laboratory or sampling operations 
with plastic films, paper, coated materials, 
rubber, glass, floor coverings, and metal 
foils. Ohmart Corp., 2236 Bogen St., 
Cincinnati 22, Ohio. 


Tapping compound in aerosol con- 
tainer increases by several times the life 
of taps working stainless steel and exotic 
metals. It frees taps immediately for 
bindless backoffs permitting closer toler- 
ances and finer finishes. Saffire Mfg. Co., 
924 E. Main, Alhambra, Calif. 


Coating for galvanized metal may be 
applied to the bare surface by brush or 
spray and dries to a tough, durable white. 
It requires no etching or weathering of 
the galvanized surface and may be tinted 
with colors-in-oil for pastel shades. Rust- 
Oleum Corp., 2799 Oakton St., Evanston, 
Tl. 


Cutting machine for wire and insulated 
sleeving produces up to 200,000 lengths 


of % in. and 50,000 lengths of 1 in. per | 


l 
oS 
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WE’RE GASOGRAPHERS 


We know how to help you put industrial gases to 
use PROFITABLY! Our customers use gases for 
everything from carbonating soft drinks to fabri- 
cating metal products to anesthetizing hospital 
patients. More than 100 distributing points through- 
out the U.S. and Canada assure prompt delivery 
of argon, oxygen, hydrogen, acetylene, nitrogen, 
carbon dioxide, helium, nitrous oxide, cyclopro- 
pane, ethylene, compressed air and apparatus. 
Want your profit picture to improve? Contact a 
gasographer at LIQUID CARBONIC DIVISION 
OF GENERAL DYNAMICS, Dept. PW, 135 
S. LaSalle St., Chicago 3, Ill. In Canada: Liquid 
Carbonic Canadian Corp., Ltd., 8375 Mayrand 
St.¢ Montreal 9, Quebec. 
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are aware that we can purchase galvanized 
iron nozzles, but our fire department pre- 
fers a material that will not corrode or 
rust over the years. 

“The plastic used for such nozzles 
should be tough and strong and should 
resist age-hardening. While it would be 
desirable that this plastic be transparent, 
this quality is not imperative. Could you 
tell me who makes a plastic nozzle that 
would meet our requirements?” 

William F. Knop 

General Maintenance Engin. 
Baltimore Urban Renewal 

& Housing Agency 

10 N. Calvert St. 

Baltimore 3, Md. 


hr. Standard models cut lengths from 
‘y in. to 10 in., in dia. ranging from .001 
in. to % in. Martin Engineering Co., 40 
Woodbine Lane, Holyoke, Mass. 


“We order all our 
recording charts 
from this 
one book!” 


You save money, cut down on 
paper work, and keep engineer- 
ing people happy when you buy 
recording charts from this new 
GC Stock List. More than 15,000 
circular, strip and rectangular 
charts are listed here, cross-in- 
dexed by instrument manufac- 
turer and type — most are avail- 
able for immediate shipment. 


You'll save money—GC Record- 
ing Charts are more economical 


and you can order in large quan- 
tities, for periodic shipments. 
You'll reduce paper work—you’ll 
write fewer orders—and deal 
with only one chart representa- 
tive. Your engineering people will 
be happy—GC Recording Charts 
will give them the performance 
they demand. 


This 92-page stock list is fac- 
tual and it’s free. Let us send you 
a copy. Also, send us a chart 
number or two, we'll send you 
samples. Have your engineers put 
these GC Recording Charts to 
every test in the book—we'll rest 
our case on the results. 
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DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 


Dept. PW, 189 Van Rensselaer St., Buffalo 10, N. Y. 
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Consumers Wary on Buying Plans, Survey Finds Late News in Brief 


(Continued from page |) 
families) conducted in May and 
June by the Michigan Research 
Survey Center. 

The absence of any sharp up- 
ward push is spotlighted by the 
center’s “index of consumer at- 
titudes and inclinations to buy.” 
The upturn in this key measure 
from the beginning of the year 
to June has been relatively mod- 
est (see chart). In fact, only 
about one-half of the decline 
noted since early 1960 has been 
recovered. 

Moreover, the latest level, 95 
(fall 1956—100) is still well be- 
low the peak of 102.9 hit during 
the 1955 boom. 

The concern over joblessness 
shows up in the finding that some 
70% of the respondents are 
aware of unemployment in their 
area. And almost one-half of this 
group thinks that the unemploy- 
ment is substantial. 

Despite this concern, however, 
there is a growing desire on the 
part of buyers to purchase a car 
during the next 12 months. The 
proportion of respondents who 
want a new car has been rising 
over recent months, and is now 
on a level equal to that noted 
a year ago. 


Crucial Last Quarter 


The October-December period | 
may be the crucial time for test- 
ing whether consumers mean 
what they say about cars, for the 
survey notes that “an unusually 
large proportion of would-be 
buyers plan to purchase new cars 
during the 4th quarter of the 
year.” 

The growing interest in cars 
is also confirmed by the buyers’ 
attitude toward the auto market. 
The proportion of people who 
think that automobile prices are 
unreasonable or that they will go 
up in the near future is lower 
today than a year ago or two 
years ago. 

Current plans to buy houses 
are mixed, depending on what 
period they’re compared to. 
They’re somewhat higher than a 
year ago, but still substantially 
lower than in June 1959. 

On the other hand, intentions 
to carry out housing improve- 
ments, additions, or repairs are 
reported with the same freguency 
as a year ago, and considerably 


more frequently than two years | : 
'for cooperative purchasing came | 


ago. 
One disturbing factor is the 
finding that relatively few people 


plan on buying appliances. The 
big market here is among the 
lower and middle-income groups, 
and both of these groups are not 
planning on any big-scale pur- 
chases. 

Concern ove: inflation, which 
was quite prevalent a year ago, 
is somewhat less today. The 
public’s opinion about market 
conditions reflects the frequently 


reported comment that good buys 
are available. 

The latter point is underscored 
in the responses to a question 
on whether this is a good time 
to buy or not. In autos, 44% 
said it was, compared to the 41% 
of last year. In houses, 42% 
thought it was a good time to 
buy, compared to June 1960's 
figure of only 37%. 
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New State, Local Government Moves 
Made Toward Centralized Purchasing 


(Continued from page 1) 

the controlling organization on all 
purchases. But this is only be- 
cause in the case of each of these 
items, the county happens to be 
the largest purchaser among the 
participating agencies, said Calin. 

When the program swings into 
high gear, whichever agency has 
the largest requirement for any 
given item will become the buy- 
ing agent for that commodity. 
However, each local jurisdiction 
will assume responsibility for de- 
livery, payment, and processing 
of stock. 

Up to the Agencies 

Participation in the plan will 
be left entirely to the discretion of 
individual agencies. While the 
program should result in sub- 
stantial savings, Calin is urging 
caution about jumping into it, 
noting that each potential mem- 
ber should take into consideration 
the importance of buying from 
local dealers. 

Paradoxically, the suggestion 


‘from the Los Angeles City Coun- 
cil, but the Citv of Los Angeles 


cause of legal reasons. 

The Florida program also is an 
expansion of an existing joint 
purchasing plan. Legislation for 
central control of state buying 
through a purchasing commission 
composed of the governor and the 
members of his cabinet has been 
on the books since 1957. Until 
now, however, the commission 
has functioned mainly as an 
agency to negotiate contracts for 
such things as tires, light bulbs, 
typewriters and schocl buses. 
| Savings have been large in 
/some cases. For example: State 
| Purchasing Commission Di- 
rector Ralph Siller said that a re- 
cently negotiated school bus con- 
tract saved the counties about 
$75,000. 

Under the new plan, the pur- 
chasing commission will super- 
vise buying of everything but con- 
struction materials. State agencies 
and institutions will maintain 
their own purchasing personnel, 
who will be responsible for mak- 


mission. Copies of all purchase 


Price Changes for Purchasing Agents 


Item & Company 


INCREASES 


Chrome-bearing stainless steel, 

Wood insulating sheathing, \” pr 
Paper, Aug. 7, 1000 sq. ft 

Tung oil, impt., lb 

Nickel salts, lb 


REDUCTIONS 
Oil country steel casing & tubing, 
Refined sugar, ind’s, consumer 
Vinyl-asbestos tile 
3/32” gage, Armstrong Cork 


Sodium borohydride 
metal Hydrides, erld., lb 


Southwest & ind’! grades in South, ewt 
Gasoline, Penn., Mobil, dir. tnkwgn., gal 
(standard & Imperial 


Polyisoprene synthetic rubber, Shell Chem., crid., lb.. 
high-purity amorphous 


Stabilized water solution, tnker., Ib 


Amount 
of 
Change 


5%-1% 


Jessop 
essed, Minn. & Ontario 


Nickel anodes, Harshaw Chem., Ib 


U. S. Steel, mill price. 

grades in Chi., West, 

5 & .25 
.009-.018 


2.4% 
02 


Excelon), 


pwdr., 
$12.00 
$7.50 


New 
Price 


incr. costs 
improved demand 


nickel boost 
nickel boost 


dstrbtr. competit. 
oversupply 


competition 


j "261 competition 


$8.00 
$7.50 


incr. supply 
iner. supply 


ing up requisitions against con- | 
‘tracts entered into by the com-| 
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Olin to Expand Rolling Mill 
New York—Olin Mathieson Chemical Corp. will begin work 


this month on a multimillion-dollar expansion program at its 
Omal, Ohio, aluminum rolling mill. The new facilities, scheduled 


to go on stream by late 1962, 


will include one of the widest 


bright mills in the industry—a 66-in. cold-rolling mill for pro- 


ducing bright-finished sheet. 


Pullman Reopening Plant 
Mobile, Ala.—The nation’s largest freight car plant, located at 
Bessemer, Ala., will be reopened Aug. | by Pullman Standard 
Div. of Pullman, Inc., to fill a $4.5-million contract for 475 
freight cars placed with the company by Gulf, Mobile, and Ohio 
Railroad. Pullman said 1,300 employees will be recalled. 


Identical Bids Falling Off 
Washington—lInterior Secy. Udall said the number of identical 
bids received by the Bureau of Reclamation on a series of con- 


tracts for $1,250,000 of transmission 
when the contracts were readvertised in May. 


70% to 17% 


line materials fell from 


Udall said results of the second go-round justified the depart- 
ment’s suspicion that “bidding wasn’t on the level the first time.” 


Prices Cut on Brazing Alloys 
Mount Vernon, N. Y.—American Brazing Alloys Corp. said 
it will cut prices to distributors on its line of brazing alloys from 


2% to 10%, effective July 17. 
ing low-fuming bronze, nickel 


foreign competition. 


The firm said the move, affect- 
silver, silver solder, phosphor 


coppers and silvers, among other alloys, is aimed at meeting 


Sugar Prices Reduced 
New York—Sugar cane refiners have slashed prices on indus- 


has been unable to participate be-| trjaj grades of sugar and consumer package goods 15¢/cwt Mid- 


| west, West and Southwest. Industrial grades of refined sugar were 
reduced 25¢/cwt in the South. The action follows recent price 
cuts on industrial grades in the East, ranging from 5¢ to 25¢/cwt. 


Paper Packaging Prices 


(Continued from page 1) 
price maneuvering among these 
independents. 

The $3/ton boost for old cor- 
rugated boxes occurred in the 
New York-New Jersey district 
and in Philadelphia during the 
past three weeks. This indicates 
unusually strong demand because 
it came just before mills shut 
down for vacation. In Chicago 
old corrugated tags stayed level, 
but supplies are reportedly tight. 
Scrap paper dealers are expecting 
a surge in demand after mills start 
up again. 


orders, will be filed with the com- 
mission. 

Purchasing Director Siller esti- 
mated the total annual volume of 
purchases under the plan will hit 
$60-million and that savings in 
salaries and other administrative 
expenses alone will amount to 
several hundred thousand dollars 
a year. 

Salem, the capital of Oregon, 
started its joint purchasing pro- 
gram three years ago by lumping 
its requirements for gasoline, fuel 
oil and grease in with those of the 
Salem School District. Results 
|were so attractive that Marion | 
‘County, came in the following | 
year. The list of items purchased | 
jointly also was expanded to in-| 
‘clude fertilizer, office supplies, 
| tires and antifreeze. | 

Now, neighboring Polk County | 
‘and a number of towns in the | 
\Salem area are considering join- | 
ing the purchasing combine. In 
addition, Howard Branvold, | 
| Salem director of finance, said he | 
‘is working on plans for adding | 
‘construction equipment and ma-| 
iterials, police cars, and office 
equipment and furniture to the | 
| program. 


e 
Seen Firmer 

@ The 10% reduction in four- 
drinier kraft unbleached liner- 
board initiated by International 
Paper on June 16. The lower 
prices for this major component 
of corrugated cartons will dis- 
courage price discounting by in- 
tegrated mills, a Chicago source 
commented. “Integrated mills 
had been making a profit on their 
sales of linerboard to independ- 
ents,” he explained. “It was this 
profit that enabled them to under- 
cut the independents in the corru- 
gated carton end of their opera- 
tions.” 

The price cut in linerboard re- 
sulted in widespread tag reduc- 
tions for folding paper cartons as 
well as corrugated. 

“The people who buy corru- 
gated also buy boxboard,” ex- 
plained one Midwest boxboard 
converter. “And when they get 
a lower price in one they insist 
on concessions in the other.” 

Rock Bottom 

Current tags for corrugated 
and folding paper cartons are 
considered rock bottom by most 
paperboard executives, and this 
in itself should have a stabilizing 


effect on prices. 


“With containerboard profit 
margins at 1.5% to 1.8% before 
the linerboard cut, manufacturers 
would have to be crazy to do any 
more discounting,” commented 
an industry analyst. 

In fact, signs of growing de- 
mand make some industry people 
look for slight general firming in 
paper carton prices in the fall. 
May folding carton shipments 
topped year-ago levels—for the 
first time this year—by 2.9% 
And paperboard production anc 
new orders have recently shown 
strong gains over comparable 
1960 figures. 
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Detroit Cranking Up High-Low Strategy for 62 


(Continued from page 1) 
reflect no significant basic change 
from 1961 models but this is con- 
tingent, of course, on outcome 
of the current UAW-industry 
contract negotiations and poten- 
tial steel pricing decisions. The 
new intermediates are expected to 
start about $100 above the cur- 
rent compact lines. 

@ Relatively few general styling 
changes beyond those necessary 
to “freshen up” the various lines. 
Industry-wide retooling expend- 
itures were significantly under 
1961. But under the hood there 
will be a few “new looks” with 
revisions in some engine types 


drive and an over-all length of 
167-in. Engines and transmis- 
sions will be built in Germany. 

®@ Chevrolet — Keeping pace 
with Ford, Chevy too has an in- 
teresting 115-in. wheelbase car 
ready. It will be given a numer- 
ical type nameplate much in the 
style of Studebaker’s Lark VI 
and VIII, but design-wise will 
be relatively conventional except 
for a wide choice of engines. 

Chevy’s newcomer (currently 


coded H-35) probably will re-| 


place either the present Bel-Air 
or Biscayne; the longer wheel- 
base Impala will stay. Decisions 
regarding the 115-in. wheelbase 


and somewhat increased empha- | entry have been based as much 
sis on four and six-cylinder types. | on fleet market as consumer de- 


In all, some 25 nameplates— | mand, 


and the lower-priced 


including the 10 currently pop- | models will feature choices of an 
ular “compact” sizes—will be | all-new OHV 4-cyl. or 6-cyl.|Pontiac’s Tempest will retain its 


offered as part of Detroit’s aim| engine which as in the case of |slant-4. 
to fit every size and shape of all Che rolet engines, will be| The 
But cast iron. .\nother feature of this 


pocketbook and customer. 


a special sales spotlight will be | mew-type Che.v will be single 


trained on the new 
wheelbase range models that the | 
automakers apparently are bank- | 
ing on to jazz sales figures both 
among family-car buyers and in- 
dustrial fleet purchasers. 

The 115-in. wheelbase model 
fits in between the currently pop- 
ular conventional compact (100- 
in. to 110-in. wheelbase) and 
what have been commonly 
termed as standard models (118- 
in. to 123 in.). And Detroit 
sources indicate the Big Three— 
Ford, Chevy, and Plymouth— 
will “go for broke” in efforts to) 
push this size. 

The entry of the in-between 
or super-compact models ap- 
parently will give an upward 
boost to the luxury of the in- 
terior appointments and features 
of the standard versions. This, in 
effect, will narrow further the 
gap between the top of the stand- 
ard lines and the bottom of the | 
top line or luxury-type cars. 

Here’s a _ general model-by 
model rundown for 1962: 

@ Ford—Pushing further along 
toward its goal of providing a 
complete service-free 30,000- 
mile original owner “lifetime” | 
car, Ford will feature a factory- 
installed two-year coolant in all 
Ford, Mercury and Lincoln cars. 
Ford’s popular 30,000-mile lub- 
rication feature will be copied or 
expanded on this year by most) 
other makers. 

As its entry into the 115-in. | 
wheelbase range, Ford will in- 
troduce two new models hereto- | 
fore referred to esoterically as 
Canadian X and Y. 

Canadian X will take over | 
Fairlane nameplates and feature | 
a unitized body and approximate | 
over-all dimensions of 197-in. 
long, 53¥%-in. high and 75-in. 
wide. Wheelbase will be 115.5-| 
in. The car will offer both a 
170 cu. in. 6-cylinder engine and 
a 220-cu. in. OHV V-8 on a 
cast iron block. The longer} 
Galaxie will remain in the Ford 
lineup. 

The Canadian Y will take over 
the present Mercury Meteor 
name and will be almost identical 
to the X but of slightly greater 
over-all length. Body lines of 
both X and Y will be patterned 
after the Thunderbird with flow- 
ing knife-edge fenders and a 
crisp, angular roof. 

Introduction of Ford’s much- 
debated 100-in. wheelbase Card- 
inal will be delayed until next 
spring. It will have a liquid- 
cooled 
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V-4 with front-wheel | 


115-in. | leaf, semi-ellipi:* rear springs. 


Chevrolet, and ,resumably all 
other GM cars that don’t go to 
lifetime chassis lubes, will go 
Ford 5,000-miles better with a 
35,000-lubrication special. 

@ Chrysler — All Plymou‘hs 
and most Dodge Darts will be 
mounted on a shrunken 116-in. 
wheelbase in a matching of Ford 
and Chevrolet offerings.. Even 


ithe top of the Plymouth line, 


the Fury, is destined to shrink 
to the smaller base. 

Dodge was expected to drop 
the Polara but will keep at least 


|one longer wheelbase Dart, after 


placing probably two of the Dart 
series on the 115-in. base. 

In styling, © Chrysler-made 
models will be mainly definned 
facelifts although a new set of 
unitized shells originally was 
scheduled for 1962. As for in- 
terior dimensions, Valiant and 
Lancer share a common shell; 
and inner stampings for Plym- 
outh through Chrysler New 


Claimed to Be Safer Than Key Types .. 


New York—Simplex Lock 
Corp. has developed a_push- 
button lock that needs no key. 

The lock, with five pushbut- 
tons, opens when the buttons are 
pushed in predetermined order 
and the knob is turned to the 
right. Turning it to the left re- 
locks it. This device provides up | 
to 1,000 combinations and may | 


| be used in combination with an- | 


other basic unit to provide over a 
million. It may also be operated | 
by handle or lever. 

The lock costs $4-$5 and origi- | 


/nal equipment manufacturers will | 


probably use it in the higher- | 
priced lines as a “special feature”, | 
according to Simplex, which has | 
patents on it in eight countries. | 

The Yale Lock & Hardware | 


Div. of Yale & Towne Mfg. Co. | 
|is known to have been field-test- | 


ing a similar pushbutton lock for 
several years but has yet to an- 


Yorker are interchangeable, thus 
pegging interior dimensions as 
the same despite differences in 
wheelbase. 

Chrysler came out this year 


with a die-cast aluminum version | 


of its slant-6 which is rated as an 
excellent engine, power and 
weight-wise. It will be available 
in the big displacements for use 
as a power option in both com- 
| pacts and the standard-size econ- 
lomy models. 

B-O-P—Some big changes are 
|coming up in the Buick, Olds- 
mobile, Pontiac compact field. 
|Each will add a convertible (as 
did Chrysler’s Lancer and Val- 
jiant), and the Buick Special will 
‘offer a cast-iron, liquid-cooled 
V-6 as standard. The aluminum 
| V-8 will be retained as an option. 


V-6, designed 
|GMC truck experience, is aimed 
to serve as a stopgap while Gen- 
/eral Motors rushes through a 
die-cast aluminum block pro- 
gram for its compacts. 

All B-O-P compacts will con- 
tinue to share the same basic 
inner shell with. ‘se Olds F-85, 
sharing at '_ast its »arent’s per- 
, “anent lube system. 
|  Kaacher—The 1952 Rambler 
will have the ..c:'4”: first mass- 
produced die cast aluminum 
OHV cylinder head, replacing 
the present cast iron head on 
Rambler’s aluminum engine. This 
highly technical breakthrough is 
the major item on the Rambler 
schedule. American Motors 
Corp. styling changes are ex- 
pected to be relatively minor this 
year. 

Studebaker — You can look 
for more than the usual facelift 
on the Lark. Its redesign has 
been done to give it a more spoity 


appearance, and Studebaker cus- | 


tomers apparently will have a 
wider choice of styling in the 
company’s compacts. 


changed at any time in less than 
six seconds without tools by 
punching-in the old order and 
depressing a button on the side of 
the lock. To complete the change- 
over, the new combination is set 


PUSH-BUTTON LOCK: New lock- 
ing device eliminates need for 
keys, permits finger-tip opera- 


around 
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Purchasing Perspective 


(Continued from page 1) 
the executives surveyed are deeply concerned about acknowledged 
unethical practices in their industries. They indicated that hope 
for moral betterment of mariagers lay in unflinching corporate 
policy on ethical problems, ethical leadership by top management, 
and industry codes of conduct with effective teeth. 

Some specific findings of the survey: 

®@ Four out of five executives affirmed that there are generally 
accepted practices in their industries that are also unethical. 

@ Ranked as the No. | unethical practices disliked were “gifts, 
bribes, gratuities, and call girls”; others were price discrimination, 
unfair pricing, dishonest advertising, price collusion, and dis- 
honesty in making or keeping contracts. 

@A majority thought that “a company should have a written 
policy on gifts,” but only 27% of the same executives were willing 
to stipulate a $100 maximum value for gifts. 

@ Respondents ranked unethical behavior by a manager’s 
superior as the prime factor leading them to make unethical deci- 
sions. Second: ethical climate of the industry. 

Codes of ethical practices held some promise as a means to 
improve conduct. Half of those queried said they “strongly 
favored” the idea, 21% “favored somewhat,” and only 10% 
indicated opposition to codes. Further, the HBR respondents 
made this stipulation: Any such code must have “teeth, be capable 
of enforcement, and embody specific guides for conduct if it is 
to do the job.” 

. e e 


Anyone daring to pick a likely figure and forecast a steel price 
boost on high demand products ($4 to $5/ton is the current going 
rate of prognosticators) gets a lot of attention these days. Pro- 
ducers are issuing almost weekly grumbles that, come fall, they’ve 
got to have price relief from rising costs—the current competitive 
cuts on varied items not withstanding. Mill spokesmen are 
understandably wary as evidenced by a remark last week by the 
chief sales executive of one of the nation’s largest producers. 
He ventured no opinion on the likelihood of action by next 
Oct. 1, but added: “I’d be amazed if they (prices) didn’t go up 
within the next six to nine months.” 

Steel centers meanwhile are waiting hungrily for late August 
and September in anticipation of orders from Detroit. Producers 
appear generally unworried about current production drop, but 
some mill spokesmen are willing to bet money that the summer 


nounce it publicly although the | 
company says that “patents have | 
now been allowed.” 


tion on wide range of products. 


| by depressing the push-buttons in 


In addition to eliminating the |the new order and turning the | 


need of a key—nothing new to 
combination locks—the Simplex 
device is said to be safer. The 
company claims that it cannot be 
opened by pick-lock, X-ray, or 
stethoscope and has no tumblers 
that can be sensed. 

be 


The combination can 


knob clockwise to set the mech- 
anism. 

| This rapid and simple change 
‘of combination is especially valu- 
‘able when the general public has 
/access to keys at a constant rate 
‘of turnover—hotels, motels, busi- 
‘ness offices, etc. Management 
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seasonal slump will not dip as 
mid-year seasonal drops. 


far or last as long as previous 


Price Boosts Posted on Chrome Steel, 
Simplex Develops Push-Button Lock | Oil Field Steel, Carbon Plate Tags Cut 


Pittsburgh—Steel companies 
ntinue to make price adjust- 
ments to meet changing costs and 
demand trends. Last week these 
changes were made: 


@Chrome steel—Jessop Steel | 


boosted quotes on several grades 
\of chrome steel: Types 403 rose 
5% with a restoration of 3¢/Ib. 
| differential for quality; Type 410 
rose 5%; Type 501 and 502 went 
\up 7%. 

| Jessop President Frank B. 
|Rackley noted: “Increases in raw 
|materials and manufacturing 


and it has become an economic 
necessity to raise prices.” 

@Oil field steel—National 
Tube Div. of U. S. Steel reduced 


\can change the combination for 
each new occupant to eliminate 
the danger of keys being dupli- 
cated for later use. Occupants 
}can reset the combination as 


'mum security. In these cases, 
Simplex can provide a “master 
method” to open the lock in case 
of emergency. 

Simplex announces that it is 
tooled up for production, which 
will begin by the end of the 
month. The lock is % in. x % in. 
x 3-% in. Sales distribution and 
an applications engineering serv- 
ice will be handled by the Scovill 
Mfg. Co., of Waterbury, Conn. | 


costs are catching up with us| 


\often as desired to afford maxi- | 


mill base prices on steel casing 
and tubing by 4% or about $8 
|ton to meet the price users al- 
|ready were getting from distrib- 
utors. 

Distributors had been setting 
prices 4% under the old list— 
'with the help of a special 4% 
|discount granted by the mill to 
spur warehouse  inventorying. 
This special incentive discount 
now is being cancelled in the 
hope that all prices (mill and 
distributor) will be uniform at 
'4% under the old list. 

@ Carbon steel plates—Inland 
| Steel made minor changes in 
width ranges which will have the 
effect of permitting some plate 
jusers to fit into lower-price 
| brackets. 

| When they look over the new 
‘list in detail, buyers might well 
|bear this quick rule-of-thumb in 
|mind: The 1962 model lineup is 
|composed mostly of big or little 
cars—with compacts, luxury com- 
pacts, and intermediates (wheel 
base from 100-in. to 116 in.) on 
‘one end of the scale, and the 
so-called standards (wheel base 
from 123 in. to 150 in.) and 
| luxury cars (123 in. to 150 in.) on 
the other end. But in prices, the 
rigid class lines of other years 
(low-price, medium price, and 
high-price) have virtually disap- 
peared, and customers now have 
an immense variety of choices to 
fit any pocketbook. 
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ROLLER BEARINGS 


SUPERIOR PERFORMANCE te 


C) integral guide flange for roller stability 


Full bearing capacity with 3° total misalignment...is an outstanding feature of Torrington | U DEAR Penne GR SE Oy 
positive guidance 


Spherical Roller Bearings. v4 
; cil ; } ane CJ electronically matched rollers 
Spherical design compensates within the bearing for both static and dynamic misalign- | [ size-stabilized races 
ment...offers design engineers wide latitude plus considerable savings in production costs. C fully machined land-riding bronze cages 
Result...superior performance, higher radial and thrust-load capacity, longer bearing life. CJ controlled internal clearances 
Torrington Spherical Roller Bearings stand up when other bearings give up. They're | even load distribution 
backed by Torrington experience in making e basic t f anti-friction beari B ee ee 
y g p in ing every basic type of anti-friction ring. Buy Chair etevleb he 


the best...specify Torrington. 


progress through precision TORRINGTON BEARINGS 


THE TORRINGTON CONPANY South Bend 21, Indiana « Torrington, Connecticut 
July 17, 1961 Purchasing Week 35 


spon clo Aenea gee D Pll 


PORTRAIT OF DEPENDABILITY 


Undisturbed cobwebs tell a powerful story! Day in and day out, OIC steel 
valves take strain, vibration, pressure changes and shock in their stride. 
From the outside you get no hint of the precise manufacturing tolerances 
that make this trouble-free performance possible. OIC steel valves are de- 
signed to handle your steam, chemicals or hydrocarbons with minimum 
maintenance and maximum cost savings. Of this you can be sure... 
OIC steel valves are built to operate with complete dependability. 


THE FINEST VALVES AND DISTRIBUTOR SERVICE FROM OIC 


The Ohio Injector Company Lests-016 


231 Main Street, Wadsworth, Ohio. 


fs QN Your story interests me. Please send more information 
BRONZE, IRON, ; about valves used in my industry. 
ALVES FORGED STEEL, = N 
CAST STEEL AND . Se ee ee ee 

Company 9 


DUCTILE IRON VALVES 
Product 


THE OHIO INJECTOR COMPANY, WADSWORTH, OHIO tay “cS amIDA 


